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ELECTRIC REFRIGERATION NEWS, FEBRUARY 1L5, 


1928 


NEW BOOKLETS 
AND LEAFLETS 


Direct Advertising of manufacturers 
received recently. 


Electro-Kold 

A folder, describing the new model 100E 
Electro-Kold unit, has been received from 
the Electro-Kold Corp., Spokane, Wash. 
The new model is designed for the apart- 
ment or small home. The folder describ- 
ing it is apparently designed for distribu- 
tion to prospects in retail stores. 


Dry-Ice 

An attractive book has been received 
from the Dry-Ice Corp., 50 East 42nd St., 
New York City, covering the manufacture 
of Dry-Ice, its physical properties and the 
advantages of its use in a variety of appli- 
cations. Numerous illustrations are 
included in bringing out these advantages. 
Copies of the book may he had upon appli- 
cation to the company’s offices in New 
York City. 

A leaflet has also been received from the 
same company which carries 21 questions 
in regard to this interesting product and 
complete answers to each. 


Franklin 

“Benjamin Franklin and Franklin Frank- 
lin” is the title of a booklet which has 
been received from the Franklin Air Com- 
pressor Corp., Norristown, Pa. The story 
contained in the booklet tells of Benjamin 
Franklin’s experiments with one of the 
first air compressors devised. It continues 
with the formation of the Franklin Air 
Compressor Corp., telling of the affiliation 
with that company of Franklin Franklin, 
a lineal descendant of the original Benja- 
min Franklin, and concludes with the 
statement that the engravings of the 
Franklin compressors which are shown on 
a number of the pages were under the 
supervision of Benjamin Franklin James 
of the Philadelphia Photo Engraving Co., 
and that the booklet was printed by the 
Franklin Printing Co., “Founded in 1728 
by Benjamin Franklin.” As is stated in a 
sub-head of the cover, it is “a coincidence 
of interest to the customers and near cus- 
tomers of the Franklin Air Compressor 
Corp.” 


General Electric 

Krom the electric refrigeratitn depart- 
ment of the General Electric Co., Cleve- 
land, comes a prospectus announcing the 
Sales Presentation Book. The book, as 
illustrated, is 10 in. wide and 15 in. long. 
It contains 43 pages of display material, 
including an illustration of each General 
Electric model and an equal number of 
pages of selling suggestions to guide the 
salesman in his interview. The book when 
opened up is of an easel shape so that the 
prospect sees only one selling point at a 
time. As the pages are turned over a logi- 
cal sales talk is outlined. 


Herrick 

A miniature catalog has been received 
from the Herrick Refrigerator Co., Water- 
loo, Iowa, illustrating a number of the 
larger sizes of Herrick Refrigerators 
designed for clubs, institutions, and places 
of business. Complete specifications in 
regard to each model are given. 


Puro 

A booklet has been received from the 
Puro Sanitary Drinking Fountain Co., 
Haydenville, Mass., illustrating various 
types of drinking fountains and water- 
coolers, manufactured by that company. A 
partial list of Puro installations, with 
photographs of several, are a part of the 
book. 


Savory 
A two-color broadside has been received 
from Savory, Inc., Buffalo, New York, 


illustrating and giving specifications on a 
number of cabinets for use with either ice 
or electric refrigeration. 


Sherer-Gillett 

A broadside has been received from the 
Sherer-Gillett Co., 1705 South Clark St., 
Chicago, Ill., covering in detail the vari- 
ous features of the Sherer electric display 
and storage case. The case may be had 
in 8, 10 and 12 foot lengths and is designed 
for use by grocers, butchers and delicates- 
sens. 


WELSBACH CO. ISSUES 
NEW SALES MANUAL 


“Selling Refrigeration—Here’s How,” is 
the title of a manual recently issued by 
the Welsbach Company, Gloucester, N. J., 
produced, as the name implies, with the 
idea of providing Welsbach salesmen with 
a fund of information on electric refrig- 
eration in general and the Welsbach ma- 
chine in particular. 

The manual is opened with a foreword 
which, in substance, states that the most 
important factor in electric refrigeration 
has been and will continue to be the retail 
salesman, and that the possibilities of his 
job are unlimited, but that just because 
there is a ready market for electric refrig- 
eration, the salesman should not get the 
idea that his job is a cinch. It is a job for 
a fighter and the industry has no place 
for those who do not intend to give their 
whole-souled efforts. 

A section headed, “The Romance of 
Refrigeration,” includes a discussion of the 
preservation of foods in prehistoric days, 


as contrasted with modern methods, and 
brings out the advantages of electric 
refrigeration. A following section takes 


up the problem of getting prospects and 
tells the salesman in a general way the 
points which his sales talks should include. 

A detailed explanation is given, telling 
of the points of superiority of the Wels- 
bach machine. The book is concluded with 
a list of objections which are often met 
and the type of answer which in most cases 
should be used. 

The manual is of pocket size, with a 
flexible paper cover, making it convenient 
for the salesman to carry it with him at 
all times. 


“PLEASE CHANGE 
MY ADDRESS’’ 


Recent movements of Electric Refriz- | 
eration News subscribers as indicated by 
requests for changes in mailing addresses. 


Coppock, C. H., from 15 Jefferson Court Bldg., 
Orlando, Calif., to 44 Louise Ave., Detroit, Mich. 


Flowing Bowl Corp., The, D. R. Vanneman, 
chief engineer, from 235 E. 42nd St., New York 
City, to 47 Rodney St., Brooklyn, N. Y. 


Glueck & Co., from 402 First National Bank 
Bldg., Kansas City, Mo., to 3812-14 Broadway, 
Kansas City. 


Great Atlantic & Pacific Tea Co., The, from 
150 Bay St., Jersey City, J... to Graybar 
Bldg., 420 Lexington Ave., New York City. 


Haven, R. C., 
Development Co., 
sier Electric Refrigerator Corp., 
place, Indianapolis, Ind. 


Loranger, H. R., from care Alamo Corp., Hills- 
dale, Mich., to Box 268, Hillsdale, Mich. 


Madigan, R. J.. from care General Electric 
Co., Lexington Bldg., Baltimore, Md., to 1405 
G St. N. W., Washington, D. C. 


Osborn, G. E., from 305 E. Jean St., Tampa, 
Fla., to care Morley Bros., Electrical Refrigera- 
tion Dept., Saginaw, Mich. 

Paton, J. R., from 1930 Argyle Ave., Holly- 
wood, Calif., to Canon Drive at Brighton Way, 
Beverly Hills, Calif. 


Smith, W. Malcolm, from Chatham, N. 
R. F. D. No, 1, Chatham, N. J. 


Stetler, J. E., from care Martin-Parry Corp., 
W. Market St., York, Pa., to 1809 North Rural 
St., Indianapolis, Ind. 


from care Suburban Electric 
Pittsburgh, Pa., to care Hoo- 
108 Monument 


J., to 


Stute, H. C., from 311 Berkley Rd., Indian- 
apolis, Ind., to 3419 No. Penn. St., Apt. D-6, 
Indianapolis, Ind. 

Todd, H. L., from care Kelvinator Co., St. 
Louis, Mo., to 8294 West Buena Vista Ave., 
Detroit, Mich. 

Wishart, W., from Beloit, Wisc., to 2342 N. 


Kedzie Blvd., Chicago, Il. 


Subscription Order 


Note: This offer holds good only until April 1, 1928. Subscription rate will be 
increased effective that date. 


Business News PusLisHInc Co. 
554 Maccasees BL ips. 
Derrort, MICH. 


Gentlemen : 


Please enter my subscription to ELECTRIC 
REFRIGERATION NEWS, the Business Newspaper of the Electric 


Refrigeration Industry. 


United States: [$1.25 per year 
Foreign. Countries : 


I am enclosing payment in the form of 


oO Check oO P.O. Order 


0 Two years for $2.00. 
C2 $1.50 per year. 


O Cash O Stamps 


Name 


Street Address 


City and State. 
Remarks : 


©) Note: If it is inconvenient for you to enclose payment with this order, check this 
sr and invoice will be mailed. Do it now, while you have the blank before you. It 
ve the time and trouble of writing a letter and you will be sure to get the next issue. 


REQUESTS FOR 
INFORMATION 


The following inquiries have been 
received by Electric Refrigeration News. 
Readers who can supply information on 
these subjects are invited to write at 
once, referring to the Query number. 


Query No. 53—“I nl greatly appre- 
ciate your advising the name or reference 
to any periodical or book, wherein is con- 
tained a table giving the friction of brine 
flowing through various sizes of pipes and 
fittings. J am acquainted with the table 
for the friction of water, and would like 
to know if there are any tables that have 
been computed for brine.” 


Query No. 54—“We are desirous of com- 
municating with some manufacturing con- 
cern building water coolers for installa- 
tion with electric refrigeration.” 


Query No. 55—“Will you please advise 
us if you know where we can purchase a 
¥%” or a ¥%” ammonia automatic expan- 
sion valve, 3” compound ammonia gauges, 
a thermometer that will screw into a gen- 
erator of a domestic absorption machine 
to indicate the temperature of the water in 
the generator, as this thermometer will be 
used on ammonia, it will have to be made 
of materials unaffected by ammonia. 

“Also give us the names of concerns who 
manufacture and sell automatic valves for 
controlling gas and water in domestic 
absorption plants. We want a valve that 
will turn the gas off when the temperature 
or pressure in the generator reaches a cer- 
tain point, and turn water through the 
generator when the gas is shut off; when 
this valve turns the gas on it must shut 
the water off from the generator and turn 
it on at the condenser. When the water 
is run through the generator, it will be off 
at the condenser. 

“We are building an absorption unit for 
domestic purposes and would prefer to buy 
the articles referred to above rather than 
have them manufactured to a special de- 
sign.” 


Query No. 56—‘Please send us the name 
and address of manufacturers who make 
two-temperature, pressure-reducing valves. 
Also the name and address of those mak- 
ing float valves.” 


Query No. 57—“We are desirous of ob- 
taining the following information: (1) 
Approximately how many electric refrig- 
erators are being manufactured a year? 
(2) Approximately how many people are 
employed in the business? (3) How many 
manufacturers are there?” 


New Manufacturer Requests Advice on 
Trade Practices 

Query No. 58—“‘As you probably know 
we are about to market several popular 
priced household electric refrigerator units 
but are very anxious to make no mistakes 
in our marketing and sales quota, and with 
the thought that you might be able to be 
of some assistance to us we will appreciate 
your answering the following questions if 
you have available such information : 

“1. What are the discounts applying to 
distributors of the better known makes of 
electric refrigerators ? 

“2. What are the discounts applying to 
dealers of the better known makes of elec- 
tric refrigerators? 

“3. What commission do the dealers 
usually pay their salesmen who actually do 
the house-to-house soliciting ? 

“4. Do the central stations rebel against 
being asked to buy such electric refrigera- 
tors from a distributor, or do they feel 
that they should be entitled to buy direct 
from the manufacturer? 

“5. Do you know of any refrigerator 
manufacturer who is selling the distribu- 
tor upon open terms, or are such accounts 
handled as is customary in the automotive 
business by shipments being made by draft 
attached ? 

“From the above questions you may 
understand the problems that are confront- 
ing the writer at this time, and if it is 
within your province we would appreciate 
your giving us any additional information 
along these lines that you feel will help 
us to clarify the situation in our own 
minds.” 


DIRECTORY 
CORRECTIONS 


Changes in the Electric Refrigeration 
Directory as published in the January 4 
The complete directory will appear 


issue. 
again in the March 28 issue. 
Perfection Cooler Co., Michigan City, Ind. 


Manufacturers of 


PERFECTION hygienic 
water coolers. ; 


Atwood L. Boggs, pres. and treas.; W. K. 
Greenebaum, vice-pres. and sales mgr.; R. M. 
Nicholson, assistant treas.; Clarence A. Boggs, 


secy. ; H. Cc. Sullivan, assistant secy.; 


Cook, supt. 


Domestic Electric Refrigerator Corp., 2 West 
46:h St., New York City. 


Manufacturers of ALLISON 
erators. 


electric refrig- 


Julius F. Holmes, Pres. ; John F. Plummer, 
vice-pres. and son mgr. ; ‘Hamilton L. Shields, 
treas.;.Howard E. Murphy, sales mgr., and J. 
A. Sturges, sales promotion and adv. mgr. 


HOUSE HUNTING 
—1928 STYLE 


(It happens in the Best Regulated 
Families ) 


(Reprinted from the “Telling the 
World” column by Neal O’Hara in the 
New York Evening World.) 

Mrs. Blink (on the telephone)—Is this 
Shelby & Munch, the real estate dealers? 

Voice—No. This is Mr. J. Oswald 
Munch, the realtor. 

Mrs. B.—Well, this is Mrs. Blink. I 
want to buy a house fot my family of 
feur. 

Mr. M.—We have just what you want, 
Mrs. Blink. A fine colonial brick home 
with eight rooms, built only two months 
ago, situated in an exclusive neighborhood 
on a hill with a commanding view. It cost 
$40,000 to build, but on account of the 
owner going to Colorado for his asthma, 
he is letting it go for $11,000. 

Mrs. B.—That sounds good, but does the 
electric refrigerator freeze thirty-six ice 
cubes an hour? 

Mr. M.—I believe the ice box in this 
house has a capacity of twenty-four cubes 
an hour. 

Mrs. B.—I’m sorry, but I wouldn’t be 
interested in it then. 

* * k OK OK 


Mr. M.—But we have on our list a 
splendid nine-room house on Muzzey 
Boulevard with an electric refrigerator 
that makes forty-eight ice cubes an hour. 
And in addition it has spacious bedrooms 
with fireplaces in each, solid oak floors and 
frescoed ceilings. The most comfortable 
type of home, and though it cost $43,000 
in 1927, it’s on the market now at $12, 000. 


Mrs. B.—But has it got a built-in iron- 
ing board? 
Mr. M.—No, it— 


Mrs. B.—Then I wouldn't take it as a 
gift. 
* k Kk OK * 


Mr. M.—But I know you'd like the brick 
home at 43 Yvonne Terrace. It has a 
built-in ironing board and a forty-eight 
cube refrigerator. The living room is 
paneled in oak and the dining room is extra 
large. Originally built for $50,000 in 1926, 
it can be had today for $13, 000. And I 
forgot to say the five spacious bed cham- 
bers get the sun all day. 

Mrs. B.—Never mind the rooms—has it 
got one of those sunken garbage cans in 
the rear? 

Mr. M.—Why, no the— 

Mrs. B.—Well, forget about that house 
then. 

* oe kK OK OK 


Mr. M.—But, Mrs. Blink, you'd be 
delighted with the Gilley place on Wessex 
Road. It has a sunken garbage can, a 
built-in ironing board and a_sixty-cube 
refrigerator. And though Mr. Gilley 
spent $61,000 building it last year, he’ll let 
it go now for $14,000. A family of four 
would just revel in its stunning living 
room, its massive dining hall, its marvel- 
ous library, its exquisite master bed cham- 
bers, its tiled baths and the ample closet 
space. 

Mrs. B.—Yeah, but has it got one of 
those chutes on the second floor where you 
drop the laundry in and it goes right to 
the basement ? 

Mr. M.—I’m afraid it hasn't. 

Mrs. B.—Well, I must say you've got a 
punk bunch of houses to sell. Why, 
nobody but savages could possibly live in 
them ! 

Mr. M.—But if you're determined to 
move, Mrs. Blink, maybe we could make 
ihe sale of your present home. 

Mrs. B.—Oh, you’d never be able to sell 
it—it hasn’t got an electric buzzer under 
the dining room table. That’s why we 
want to move. 


THE CONDENSER 


A CLASSIFIED COLUMN OF 
OPPORTUNITY 


REPLIES to box number advertise- 
ments should be addressed to Electric 
or ggg wre News, 554 Maccabees’ 
Bldg., Detroit, Mich. 

ty ghee data RATES—this column 
only: 

POSITIONS WANTED (special rate 
if paid in advance): 50 words or less, 
one insertion, $2.00, additional words 4 
cents each. Three insertions, $5.00. 

POSITIONS AVAILABLE, For Sale, 
Business Opportunities, and all other 
classifications (special rate, if paid in 
advance) : words or less, one inser- 
tion, $8.00, three insertions $8.00, ad- 
ditional words, 5 cents each, 

LINE RATE (open account): 50 
cents per line. | 


POSITIONS WANTED 


ENGINEERING EXECUTIVE, 
connected with electric refrigeration for ten 
years, desires connection with responsible manu- 
facturer in temporary or permanent capacity as 
consulting or chief engineer. Capable of taking 
complete charge of engineering and manufactur- 
ing. Inventor and owner of widely used patents, 
Well acquainted with patent situation. Box 52. 


SPECIAL REPRESENTATIVE 


Young woman with 8 years’ practical knowl- 
edge of electric refrigeration seeks to join an 
organization requiring the services of a woman 
to sell and teach the value of electric refrigera- 
tion in homes. Qualified to assume charge of 
department. Vicinity of New York.—Box No. 64, 


Correction 


In the November 9 issue of ELEcrxic 
REFRIGERATION NEWS a photograph of an 
installation in the milk station of the wind- 
sor farm dairy at NiWot, Colorado, 
appeared. The caption underneath this 
photograph stated that the installation was 
a York two-ton unit and that it cooled 
— 2500 and 3000 gallons of milk per 
ay 

The York Ice Machinery Corporation, 
York, Pa., advises that this installation is a 
444-ton machine. 


An Outstanding Sales 
Feature for 


REFRIGERATORS 


CUSHION 


GASKET 


DISPLAY FOODS 


Endorsed By 
General Electric Co. 
Copeland Sales Co. 


Trutulife Wax Products Co. 
27 Erie St., Milwaukee, Wis. 


We will install and put into suc- 
cessful operation a complete por- 
celain enameling plant for porcelain 
enameling your refrigerator linings 
and parts at a reasonable price. 


Write for estimate. 


The Ferro Enamel Supply Co. 
CLEVELAND, OHIO 


and J. F. Henrickson, 


copies. 
ber of their organizations. 


further study. 
“Causes of Food Spoilage,” 


equipment. 


hundred in any quantity. 


be excessive. 


records of service costs. 


Special Services Offered by 
Electric Refrigeration News 


“Fundamental Principles of Refrigeration, 
20 pages with cover, size 33 
ten copies postpaid for $1.00. Quantity price $5.00 eee hundred 


Manufacturers, distributors, dealers and central stations should place 
this interesting and informative little booklet in the hands of every mem- 
While it in no way takes the place of a more 
complete treatise on the subject of electric refrigeration, it provides 
valuable information on the subject and will stimulate an interest in 


Henrickson, 12 pages with cover, size 33¢” by 6% 
copies postpaid for $1.00. Quantity price $5.00 per hundred. 

This booklet is not only valuable to sales and service men, but it is 

also suitable for distribution to prospects for commercial and household 


“Electric Refrigeration Record and Service Data Card.” A file 
card, size 5 by 8 inches, for recording complete data regarding the 
installation and service of each machine installed. 


This card has been worked out on the basis of practical experience 
and has been approved by public utility organizations. 
suitable for small companies, having only a limited number of installa- 
tions and where the cost of printing the required number of cards would 
ELectric REFRIGERATION News has provided this service 
in the interest of economy and to promote the maintenance of accurate 


” by C. B. Ryan, Jr., 
by 6%", 


and J. F. 


one dozen 


by C. B. Ryan, Jr, 


Price $2.00 per 
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LECTRIC REFRIGERATION N 


The business newspaper of the electric refrigeration industry 


— 


VoL. 2, No. 13, Serta, No. 37 


Detroit, MICHIGAN, FEBRUARY 29, 1928 


Entered as second class matter August 1, 
1927, at the Post Office, Detroit, Michigan. 


Price TEN CENTS 


Doherty Company Sales of 
Electric Refrigerators in 


1927 Total $2,000,000 


New Business Department Sells 5,937 Units—Other Dealers 
in Territory Served Sell 2,000 Units 


ALES of domestic and commercial electric refrigerators by the new 
business departments of all electric utility divisions operated by Henry 
L. Doherty & Co., 60 Wall St., New York City, totalled 5,937 units during 
1927. These sales include both units complete with cabinets as well as 


remote installations made in connection with old and new boxes. 


The 


machines sold by the company include Frigidaire, Kelvinator and General 


Electric makes. 


Approximately 32 per cent of the total sales were commercial types of 


SUBSCRIBE NOW 
BEFORE RATE 
IS INCREASED 


Effective April 1, 1928, the sub- 
scription price of ELectric REFRIG- 
ERATION NEws will be raised to $1.50 
per year. Until that ‘time enroll- 
ments will be received at the old rate 
of $1.25 per year, or two years for 
$2.00. Club subscriptions in groups 
of five or more may also be entered 
at the old rate of one dollar each. 


Old subscribers may extend the pe- 
riod of their subscription at the old 
rate by sending check before April 
first. 


See Page 16 for further informa- 
tion regarding new _ subscriptions, 
renewals and club rates. 


Retail Food Stores Offer 
$500,000,000 Market for 


Electrical Refrigeration 


Display Cases and Commercial Cabinets Important Items in 
quipment Needed to Modernize Food Merchandising 


of the industry. 


_.  . statisticians who used wired homes and income tax reports 
as a basis for estimating the potential market for electric refrigera- 
tion equipment will have to sharpen their pencils and do some more figur- 
ing if they are to arrive at any sort of an adequate idea as to the future 


While the household machine has occupied the spotlight of public atten- 
tion and has provided the dramatic element in the news columns, manufac- 
turers and engineers are giving more and more attention to the enormous 


> 


possibilities of the commercial field. 


equipment and included’ installations in 
grocery stores, meat markets, florists, hos- 
pitals and other institutions. 

In addition to the 5,937 units sold and 
installed by the new business department 
of the Doherty Companies, it is estimated 
that approximately 2,000 additional units 
were sold by other dealers, these sales 
being assisted to some extent by the adver- 
tising carried on by the Doherty Co. 
These total sales of 7,937 units during 1927 
compare with similar sales of 5,457 units 
installed during 1926 and represent a total 
of 13,394 units added during the two-year 
period. 

Merchandise sales of electric refrigera- 
tors by the new business department dur- 
ing 1927 totalled approximately $2,000,000. 
Including those units which were sold by 
dealers and others, it is estimated that the 
total purchases of refrigerating units by 
customers of the Doherty Electric proper- 
ties totalled $2,500,000 during the year. 

Through the addition of 7,937 electric 
refrigeration units attached to the lines of 
the Doherty Electric Companies during 
1927, it is expected that the annual kilo- 
watt hour sales by these companies wili 
be increased to the extent of 5,500,000 kilo- 
watt hours and that the gross revenues 
will be increased each year to the amount 
of $350,000 through the use of electric 
refrigerators installed during 1927. 


(Continued on Page 2) 


CENTRAL STATION | 
ADVERTISING PLAN 
UP FOR FINAL O.K. 


N. E. L. A. Refrigeration Com- 
mittee to Meet in Chicago 
March 7 


Portfolios showing the complete plan for 
local direct advertising by central stations 
will be submitted in proof form at a meet- 
ing of the Refrigeration Committee of the 
National Electric Light Association to be 
held at the Edgewater Beach Hotel, Chi- 
cago, March 7, at 9:30 a.m. 

The plan which was originally presented 
by G. B. Richardson, of the Texas Power 
& Light Co., at the N. E. L. A. Commer- 
cial Section meetings held in Chicago, 
January 18 to 20, was enthusiastically 
endorsed by the central station commercial 
executives and representatives of manufac- 
turing companies present. The plan was 
referred to the editing sub-committee by 
Which it was reviewed at a meeting held 
m Cleveland, February 15 and 16. Final 
consideration will be given to the plan at 
the coming session, after which the port- 
folios will be printed and distributed to 
the member companies of the National 
Electric Light Association throughout the 
country. 

Funds for the production of the portfolio 
lave been made available by the electric 
refrigerator manufacturers, namely, Frig- 
idaire, General Electric, Servel, Copeland 
and Kelvinator, who originally contributed 
$100,000 for a co-operative educational pro- 
sram carried on by the Society for Elec- 
‘tical Development in 1926. <A _ residue 
from this fund amounting to approximate- 
ly $10,000 remained in the Society’s treas- 
uty and approval has been given by the 
Contributors for the expenditure of approxi- 
mately half this amount to produce the 
Portfolio. . 

Tentative plans for the program, as pre- 
a by Chairman Richardson, were pub- 
ished in full in the February 1 issue of 

LECTRIC REFRIGERATING News. The pro- 
pam, which includes monthly mailings of 
ttters and folders, local newspaper adver- 
tising, demonstrations, window displays 
oe intensive follow-up by salesmen, is 
‘signed to “sell the idea” of electric 


(Continued on Page 2, Column 3) 


Every Meat Market Is a Prospect 


Gloekler Electrically-Refrigerated Display Cases in the Tatalovitch Market, Wilson, Pa. 


Associated Gas & Electric Sets $1,072,900 as Electric Refrigeration 


LOCAL ASSOCIATION 
IN PHILADELPHIA 
ELECTS OFFICERS 


Sponsors Refrigeration Show at 
Wanamaker’s This 
Week 


At a meeting of the Electric Refrigera- 
tion Trade Association of Philadelphia, 
held at the office of the association recently, 
the following officers were elected to serve 
for the year 1928: R. S. Brunhouse, sales 
manager, Merchant & Evans Co., presi- 
dent; M. H. Masland, vice-president, Mas- 
land Zerozone Co., Inc., vice-president; 
H. C. Jackson, vice-president, Kelvinator- 
Philadelphia, Inc., secretary and treasurer. 
Directors in addition to the officers: A. C. 
Littell, manager appliance sales, the Phila- 
delphia Electric Co. (Servel), and W. J. K. 
Hunt, manager Philadelphia Iroquois Co. 

The association held its first refrigera- 
tion show at Wanamaker’s, Philadelphia, 
Pa., from February 13-29, inclusive, the 
following machines being exhibited: M & 
E, Kelvinator, General Electric, Zerozone, 
Polaraire, Electrice, Copeland, Wayne, 
Servel, Iroquois, and Welsbach. 

In regard to the success with which the 
organization is meeting, R. S. Brunhouse, 
president, says: “The-meetings of the asso- 
ciation have done a great deal toward stim- 
ulating co-operation among dealers, and we 
have the assurance that competition will be 
on a much cleaner basis as far as Phila- 


7 Sales Quota for 1928 | 


A three-day convention of the sales 
managers of the Associated Gas & Elec- 
tric Co., New York City, held the latter 
part of January, H. C. Hopson, vice-pres- 
ident and treasurer, announced plans for a 
vigorous merchandising campaign to be 
carried out in the various territories served 
by the company, with a sales quota of $3,- 
200,000 set for 1928. Of this amount, the 
electric sales quota has been set at $2,- 
000,000, approximately $1,000,000 of which 
is to be derived from the sale of electric 
refrigeration. 

The refrigeration sales quota of $1,072,- 
900 for 1928 is subdivided among the vari- 
ous properties of the company, according 
to the listing given below: 


Refrigeration Sales Quotas Year 1928 
Per Cent of 


delphia is concerned.” 


Total Cus- 

Property Units Gross tomers 
Kentucky-Tennessee 205 $ 61,500 1.0 
Penn. Electric..... 600 180,000. 0.8 
Western N. Y. Gas : 

a eee 240 100,000 1.6 
Central N. Y. Gas 

Re 475  °143,000 1.8 
Eastern N. Y. Gas 

SD Be. revsss 130 39,000 «1.4 
Harlem Valley 

BORING k.0-cvdiawisn 255 87,000 2.1 
Staten Island Edi- 

Sr ey 495 162,000 1.6 
Cambridge Electric 400 120,000 1.9 
New Hamp. Gas & 5 ae 

pe eee 27,000 1.0 
Cape & Vineyard 

Electric........:. 150... 45000 .1:5 
ee eee 28 8,400 0.2 

ES sakes eee 3,068 $1,072,900 $. 


“NEGLECTED KITCHEN 
WEEK” SPONSORED BY 
GEORGIA POWER CO. 


Display Will Contrast Colored 
Equipment With Old 
Fashioned Drabness 


In conjunction with Davison-Paxon 
Company, the Georgia Power Company 
will sponsor “Neglected Kitchen Week,” 
beginning today. The idea is, of course, 
to-sell the housewife on furnishing the 
kitchen with the same care that she would 
use in the furnishing of any other room 
in the home. In keeping with this idea 
Davison-Paxon Company is fitting up the 
large window on Peachtree Street just as 
a modern kitchen should look. As this is 
the age of color-in-the-home, the kitchen 
will be fitted out with a gas range in color, 
a colored electric refrigerator and break- 
fast-room suite in colors. Alongside of 
this display will appear the old-fashioned 
kitchen, with all of its drabness and lack 
of color. 

During this week Atlanta will conduct a 
sale on the new Roper gas range, which 
is now being made in four colors: blue, 
red, green and yellow. As a premium with 
the purchase of each range, a handsome 
breakfast table and two chairs are being 
given in the cuStomer’s choice of red, green 
or cream to match the color of the range 
purchased. It is expected that this sale 
will create quite a bit of comment, as this 
is the first one of the kind in Atlanta. 


\ 


Owing to the present undeveloped state 
of this rich field for future expansion, it is 
difficult to arrive at accurate figures which 
will show the potential worth of this class 
of business. Considerable research has 
been directed toward this field in recent 
months, however, and the results show a 
market of almost unbelievable proportions. 
One estimate, emanating from a reliable 
source, places the sales value of the retail- 
food-stores market alone at a figure close 
to half a billion dollars. Some students 
of the subject believe that this market will 
exceed the household field in total sales 
volume. 


Legislation to Protect Public Will Aid 
Market Development 

One of the factors which will undoubt- 
edly aid in accelerating the development of 
electric refrigeration in retail food stores 
is that of state and municipal regulations 
affecting the handling and storing of food 
by local merchants. While much progress 
has been made in eliminating the extremely 
unsanitary conditions which have prevailed 
in fairly recent years, much work remains 
to be done before the public will be pro- 
tected from contaminated food. Consider- 
ing the present widespread knowledge of 


(Continued on Page 3, Column 2) 


SCHNEIDER COMPANY 
READY TO MARKET 
ICELET MACHINE 


Compressor Two Cylinder Opposed 
Type, Rex and Benjamin 
Cabinets Used 


Announcement was made in the January 4 
issue that the Schneider Manufacturing 
Co. of Omaha, Neb., was making arrange- 
ments to place a new electric refrigerator 
on the market. All laboratory work is now 
completed, and the unit is ready for dis- 
tribution. It will be marketed under the 
trade name of “Icelect.” Benjamin and 
Rex cabinets will be used and will range 
in capacity from the 4.5 cubic feet to one 
of 15 cubic feet food storage capacity. 

The technical description of the working 


‘parts of the “Icelect,” as furnished by A. E. 


Schneider, manager and engineer of the 
Schneider Manufacturing Co., is given 
here. The photos will aid in visualizing 
the construction of the Icelect unit. 

The compressor is of the two-cylinder 
opposed type, running from 200 to 300 
r. p. m., operated by a 1/6 and 1/4 h. p. 
repulsion type induction motor. The con- 
denser is of the fin type, setting above the 
receiver, which is an integral part of the 
condenser group. The principal feature of 
the compressor is the simplicity of the pis- 
ton group. The exploded view of the com- 
pressor shows the two pistons cast in one 
piece, making it possible to attain a high 
degree of accuracy in machining; since the 
machining is done with one setting. The 
finish grinding can be held to % of one- 
thousandth part of an inch. This also puts 
the pistons in dead alignment. 

With the perfect alignment of pistons, a 
clearance of % of one-thousandth can be 


(Continued on Page 15, Column 1) 


KELVINATOR ELECTS 
THREE NEW DIRECTORS 


Jules S. Bache, head of J. S. Bache & 
Co., New York; D. B. Lee, chairman of 
Motor Products Corporation, Detroit, and 
Harlan T. Pierpont, Springfield, Mass., 
were elected directors of Kelvinator Cor- 
poration. Mr. Pierpont § represents an 
investment group in Springfield and 
Worcester which has acquired large hold- 
ings of the company’s stock. 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 29, 1928 


Doherty Electric Companies Sold 
Two Million Dollars Worth of - 


Electric Refrigerators in 1927 


New Machines Attached to Lines During 1927 Will Increase Consumption 
of Electricity by 5,500,000 Kilowatt Hours and Bring $350,000 Added 
Revenue Annually to Electric Service Companies 


(Continued from page 1, column 1) 


Toledo Edison Sales Total 2368 Units 
in 1927 

During 1927 the new business depart- 
ment of the Toledo Edison Co. led all divi- 
sions with the largest number of sales. 
The Toledo Company placed a total of 
2,368 units compared with sales of 1,059 
for the previous year. The sales of the 
Toledo Company for the 1926-1927 period 
represent 4.5 per cent of the lighting cus- 
tomers of that company. 

In the Ohio Public Service Company 
group, a total of 1,839 units were sold 
during 1927, bringing the total for the two- 
year period, including 1926 and 1927, to 
3,542 units, representing 5 per cent of the 
lighting customers of that company. 


Oklahoma Company Sells Machines to 
7.4 Per Cent of all Customers 

On a sales-per-customer basis, the new 
business department of the Bartlesville 
(Okla.) Gas & Electric Co. led all depart- 
ments during 1926 and 1927, with sales of 
electric refrigerators to 7.4 per cent of 
their lighting customers. 

The following table shows the sales of 
domestic and commercial units by the vari- 
ous divisions of the Doherty Companies 
during the years 1926 and 1927. 


group which includes Idaho Springs, 
Brighton, Cheyenne, Sterling, Ft. Collins, 
Leadville, Grand Junction, Salida, Ala- 
mosa, Boulder and Denver. During the 
month of December, sales of electrical 
merchandise were as follows: 


1021 Christmas tree sets 
760 Portable lamps 
635 Waffle irons 
623 Irons 
477 Percolators 
486 Toasters 
284 Room heaters 
20 Electric ranges 
8 Signs 
230 Sweepers 
51 Electric refrigerators 
152 Radio sets 
231 Curling irons 
109 Heating pads 
86 Grills and table stoves 
7 Ironers 
88 Washers 
57 Hot plates 
36 Commercial fixtures 
170 Domestic fixtures 


Electric refrigeration sales in Denver 
during December totalled $10,625, the 
sales including 4 large commercial installa- 
tions in meat markets, 3 apartment house 
installations, with a total of 42 apartments 
and 15 domestic units. Of the 15 domestic 
units, 4 were of the Electrolux type. 


Sales by Companies, 1926 and 1927 


Company City and State New Bus. Mgr. 1926 1927 
Citizens Light & Power Co., Adrian, Mich..........+seeeee: J. J. Cooney 51 72 
Rartienville Gas & Electric Co., Bartlesville, Okla... os cccscse T. C. Brill 153 154 


Bristol Gas & Electric Co., Bristol, Tenn........ 
Danbury & Bethel Gas & Electric Co., wile Conn....Ray E. Landers 


Durham Public Service Co., Durham, N 


Empire District Electric Co., Joplin, Mo........ 


TPS C. W. Ferguson 123 120 


into teas L. C. Goodwin 131 116 
Perret G. B. Barnett 313 290 


City Light & Traction Co., Sedalia, Mo.........+-+++ee0. S. A. Libscombe 6 5 
i. Joosnhh Rwy., Light, Heat & Pow. Co., St. Joseph, Mo....H. Cc. Porter 144 ; 182 
Toledo Edison Co., Toledo, Ohio.......ceeeeeeeeeereeeeeee Ee F. Schmidt 1,059 2,368 
Bake Shore Divisions. .60s00000200 eee eee ee 0 35 
Defiance Gas & Electric Co., Defiance, Ohio........+.eeee00s L. M. Page 82 87 
Ohio Public Service Co., Cleveland, Ohio.......... de uae hee C. L. Dunn 1,708 ae 1.889 
PI eNOe CNIS. 60s acioecssc cs evses iowsee C. C. Henderson 148 255 
Ashiand, Ohid....-scscccccccveseescccere J. C. McClendon 117 31 
WTR, ONO. 6 cc cee cedcrcvcsscserserseces J. B. Johnson 189 204 
POS es Serre cr ev rr rrr ee eres oo S. J. Roberts 95 131 
Mansfield, Ohio... .....sceecscesscccscreces 5, a Herbert 344 955 
Massillon, Ohio... ..csccccvcccccsecessececs O. C. Snavely 331 392 
Port Clinton, Ohio. ........ essere eeeeees J._W._ Dewhurst 84 74 
Sandusky, Ohio.........-eccesceeeceroceees M. E. Rhoads’ 165 193 
PN ONO. s bn 44d 65:5:95.55 ea Oa to eke eee O. H. Terrell 235 304 
Public Service Co. of Colo., Denver, Colo., G. B. Buck........sseeeeeees 578 _ 561 


Sales of the various divisions of the 
Public Service Co. of Colorado were as 
follows: 


City 1926 1927 
Cheyenne 2... sccccscvceces 6 5 
Colorado Power .....+++- . 48 105 
pe SPE eee cy 425 390 
WERETE ogo cdsdecdocccdcs 99 61 


New business managers of the various 
districts of the Public Service Co. of Colo- 
rado are as follows: 


Boulder District... ...0ccscccscseas J. C. Barnett 
Grand Junction District........ C. G. Henderson 
SAR DPBIEEs cece cccccnesasvees W. S. Bates 
Fort Collins District........ W. B. McSpadden 
Leadville"District,.....0.sccecee. C. D. Howard 
Sterling District... sccccserses H. E. Newman 
Idaho Springs District........... G. H. Pascoe 
Alamosa District. ......cccescscees R. P. Kearl 
Brighton District........ceccees V. M. Johnson 
Cheyenne District.....ccsccccscses C. J. Hughes 


Good Business During December 

During the month of December, the 
Toledo department sold 161 units, bringing 
their’ total for the year up to 2,368 
machines. The Ohio Public Service Divi- 
sion sold 50 units during December, and 
the Public Service Co. of Colorado sold 
51 units. Total sales of all divisions dur- 
ing the month were 311 machines. 

Highest individual sales during the 
month of December were made by Ed 
Morton, of Joplin, with a total of $6,888. 
Ed Oblinger, of Bartlesville, was second, 
with $6,656, and D. M. Crandall, of 
Lorain, third, with $4,601. The standing 
of individual salesmen during the month of 
December was as follows: 


Ss. TON, FO 6. 6 iis ev ven ewer ewe $6,888 
Oblinger, Ed., Bartlesville............006 6,656 
CL. Ete, Ulin. MAIER 6.0 5400 oKaeeeeeep 4,601 
Ce aes SERS hes b cb iccveeenenbs 4,511 
eS a eee ee 3,458 
Geet. Ce Easy BOMEO saw rcccnemecsvveese 3,42 
Mig. BOER Ay os Vewewareesbee. es 8,419 
ob a A: ere 3,060 
y; i ee CERES 2,916 
Beneaek, B.. 2, DOME. 6c cscs ciwcseses 2,810 
Schweitser, J. J., Sandusky... .csccrcscve 2,701 
oo eS res er 2,661 
DE, IE, The NEG s oh teens snccete 2,420 
Bennington, H. C., Toledo.............- - 2,318 
ee ee Be Oe Pee ere ee 2,272 
OE SE TS OR Pr 1,668 
ee WA Se Oe reer eee 1,668 
eS a EY er ee eee eee 1,668 
KenGall, BR. Gio FOpths oc. oes ceures cone - 1,668 
pe, ee eee! Ae - 1,609 
> . Sag BEE nc 6 Sacteacveviie ce 1,354 
Bet: Cy hn TOR. 0 hi hi he Lali ees . 1,204 
re Oe Pe eee ee 
7 he tp, Ra re 1,143 
PUOWEITE, We, AMOARGR. ocrcccocccccsevere 1, 
Shapttae, GC. P., Tomedo...ccccvvcesesser 1,076 
PN Wis Gis SUED 0 oces.cs nucaniics 1,009 
Be, Bh MAMMA Ss on cei ccctisasccts 935 
.,. OE eG Ce eee . 870 
Jommaees Ti. Cy TebeRO. oc ccscccasteccer - 685 


That the new business departments of 
the Doherty properties were active in pro- 
moting the sale of current consuming 
devices of all kinds is indicated by the 
report. of the Public Service of Colorado 


Electrically Refrigerated Display Cases 
Built Customer Confidence 


Two Friedrich Seaplane Display Cases and Large Market Cooler in Sallings 
Market, San Antonio, Texas 


CENTRAL STATION PLAN 
TO “SELL THE IDEA” 
UP FOR FINAL ACTION 


(Continued from Page 1, Column 1) 


expected to enlist ia a concerted movement 
to sell a half million electric refrigerators 
during 1928. 

The program is based upon a general 
agreement by central station executives 
that electric refrigeration equipment has 
reached a stage of perfection which justi- 
fies an aggressive and co-ordinated effort 
to place this form of electric service in 
immediate use in the mose of at least ten 
per cent of the present central station 
customers. 

Suggesting the slogan, “Let Electric 
Refrigeration Make a Half Million Homes 
Happier and Healthier in 1928,” Chairman 
Richardson unfolded a plan at the Janu- 
ary meeting which proved to be the high 
point of the N. E. L. A. sessions and 
which resulted in a demand that the plan 
be made available with all possible speed 
so that it could be put into effective opera- 
tion among the member companies htrough- 
out the United States. - 

In the discussion, the plan was shown 
to be highly flexible and adaptable for use 
in small towns as well as large cities, and 
with due regard to the merchandising poli- 
cies and promotion methods of the various 
companies. Being designed to “sell the 


Central Stations Receive Sample of 
‘“‘Personalized’’ Advertising of the 


Kind Proposed in N. E. L. A. Plan 


Walraven Bros., Inc., Dallas, Tex., 
producers of personalized direct adver- 
tising, have recently addressed a 
broadside to central stations calling 
attention to their facilities for print- 
ing letters and folders for the local 
campaigns of company members of 
the National Electric Light Associa- 
tion, in accordance with the plan out- 
lined by G. B. Richardson, chairman 
of the Refrigeration Committee. 

A feature of the direct mail mate- 
rial is the imprinting of the prospect's 
name, in type, on each mailing piece. 
This is accomplished by _ special 
machinery. Prospects are invariably 
pleased by this evidence of special 


interest. 
er | 


Your 


The Name of the prospect is 
printed on the folder 


Part of the broadside describing the campaign 


Your Prospect’s Name Printed 
on Every Mailing Piece 


> aE Ere: 

ee 
Kasey’, 
toy» ME 


ppeeceme sr] 
TO :ENTER 
INTO THE NATIONAL 


Electric 
Refrigeration 
SELLING PROGRAM 

& for 1928 


AT ONCE 


“Let Electric Refrigeration Make a Half Million 
Homes Healthier and Happier in 1928” 


Order Yours Now! 


42> 4 ON Sa 


Central Stations urged to enter 
National Program 


idea” rather than to promote a particular 
make of machine, the plan met with imme- 
diate support on the part of all manufac- 
turers. Representatives of leading machine 
makers, who were present at the meeting, 
pledged their fullest co-operation and 
offered the assistance of their field organi- 
zations. 

In order to permit public utility execu- 
tives to make an advance study of the 
advertising material, the original portfolio 
was turned over to ELectric REFRIGERAT- 
ING News immediately after the Chicago 
meeting, and the complete text, with illu- 
strations of the folders and suggested 
advertisements, was published in the Feb- 
ruary 1 issue. Numerous comments have 
been received by the News, indicating a 
keen interest in the program. Action taken 
by the committee at the coming meeting 
will be announced in the March 14 issue. 


Airplane Carrier Has 11 
Kelvinators 
It has been reported that the U.S.S. 
Saratoga, airplane carrier, the largest ship 
of its kind, is equipped with a total of 
eleven Kelvinators. 


Ice Man To Sell Zerozone 


Stanley Garrigan, local ice man in Galva, 
Ill., has taken the agency for Zerozone 
refrigerators and spent a week r:cently 
taking instruction at the company’s school 
in Peoria. 


ELECTRIC REFRIGERATION 
DISTRIBUTORS AND DEALERS 


You need the PEERLESS 
line of commercial units. 

PEERLESS units give you a 
COMPLETE line, ranging from 
1 to 10 tons. 

Fifteen years of successful 
manufacturing and merchandis- 
ing of ice machines are behind 
the PEERLESS name. Our 
record warrants your most ex- 
acting investigation. 

WRITE OR WIRE 


PEERLESS ICE MACHINE CO. 


515 W. 35th St. 
CHICAGO, ILL. 


FLINTLOCK 
CONDENSERS 


Efficient — Economical 
Compact 


Greater Efficiency 
at Less Cost 


WRITE FOR OUR BOOKLET 


FLINTLOCK 
CORPORATION 


4461 W. Jefferson Ave. 
DETROIT, - - MICH. 


SPECIFY ANSUL SULPHUR DIOXIDE 


Write Us— 
There is a Satisfied User Near You 


The Product With a Factor of Safety 
HYDROUS PHU 
A i ntteets S U L DIOXIDE 


Absolute Protection for Refrigeration 


ANSUL CHEMICAL COMPANY 


MARINETTE, WIS. 


Canadian Distributor: Grasselli Chemical Co., Ltd. 
Toronto — Montreal 


J BUTCHERS FUR STORES 
GROCERS CANDY SHOPS 
DAIRIES CHAIN STORES 
FLORISTS RESTAURANTS 
HOTELS DELICATESSENS 


A FULL LINE— 
Every Ice User a Prospect 


Absopure Electric Refrigeration Systems are the re- 

sult of over twenty-five years of refrigeration expe- 

rience. They are designed and carefully built to meet 
every refrigeration need 


Complete Lines of Models and Systems for 
HOMES, APARTMENTS, FLATS, DUPLEXES 


SODA FOUNTAINS 
SANITARIUMS 
HOSPITALS 
UNDERTAKERS 
ETC., ETC. 


ALSO ELECTRIC WATER COOLERS AND 
ICE CREAM CABINETS 


in securing a valuable selling franchise 


{ Responsible dealers who are interested ona: 
are invited to write now for particulars ] 


FRIGERATOR 


Division of General Necessities Corporation 
DAVID A. BROWN, President 
GENERAL NECESSITIES BUILDING 


DETROIT, MICH. 
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Engineering Problems of 
Store - Display -Counter 
Refrigeration Outlined 


Suggests Standardization of Equipment to Permit 
Merchandizing Through Specialty Salesmen 


By F. B. Riley, Member A. S. R. E. 


mercial machines and those of the domestic unit? 


Woes differences are there between hafidling the sales of small com- 


Briefly, the handling of the domestic, or household, machine is essen- 
tially a specialty-selling problem — considerable skill but no special 
r 


knowledge of the fundamentals of re 


igeration is required. Results 


depend in large measure on the ability and preparation as a high grade 
-salesman. All of the engineering features of the domestic unit have been 
carefully and painstakingly considered and provided for by the manufac- 


turer. 
els of machines and a half dozen or more 
standard refrigerator cabinets which will 
perform according to the specifications set 
forth in the dope sheet. 

But when we step along the street and 
solicit the butcher, the baker and the can- 
dlestick maker, a totally different pano- 
rama is spread before us. We envision a 
bewildering array of ice cream cabinets, 
beverage cabinets, small ice-making plants, 
display counters, candy cases, dairy cool- 
ers, short order boxes, salad counters, and 
a host of other type of counters, cabinets 
and thing-um-bobs various kinds, all 
of which the prospect wishes to keep in 
perfect condition, temperaturely speaking. 
The prospect has no speaking acquaintance 
with B. T. U.’s and usually sees no reason 
why a round half dozen different types of 
cabinets, coolers, counters, etc., cannot be 
easily handled by one diminutive ice 
machine. 

As a matter of fact we find counters 
and cabinets of a dozen different makes, 
not in the same store, perhaps, but in the 
course of a morning’s calls. A salesman 
who knows refrigeration merely from the 
sales end is naturally handicapped in 
visualizing just what is required in machine 
capacity to handle the work. Again, with 
no special knowledge of low pressure, or 
expansion units, how is he to make an 
intelligent recommendation of a proper 
combination to provide the service ade- 
quately and economically? Frequently 
there are one or more counters, or cabi- 
nets, to be handled by the same machine 
and at varying temperatures. 

The machine manufacturer who rushes 
into commercial sales campaigns merely 
with a larger capacity machine than is 
required by his domestic sales department 
and with an inadequate ground work for 
this new branch of sales work is bound 
to meet with disappointment. This is one 
branch of the business where accurate 
information is absolutely essential to the 
successful outcome of the sale. 

It is possible to standardize the low 
pressure units for one, or perhaps several 
makes of counters, and it should be well 
for the time being for the sales depart- 
ments to confine their efforts to selling a 
counter and machine equipment complete 
and leave, for the time being, the odd 
counters to competitors who have a yen 
for breaking their lance on any stray wind- 
mill which may loom across their line of 
vision. Commercial selling, in its ordinary 
acceptance, calls for a wide variety of 
evaporators, coils, tanks and nine times out 
of ten, special sizes will be required to 
handle the work properly. 

The salesman should understand the 
limitations of his particular high pressure 
wnit—more machines are oversold through 
lack of experience on the part of the sales- 
man than the average manufacturer real- 
izes, except as the red figures begin to 
assume formidable proportions in his 
ledger. The salesman should avoid the 
Jobs which border on_ the . impossible. 
Pressure is often brought to bear from 
distributing organizations to handle all 
sorts of commercial installations because 
Competition is handling them. 

Advises Thorough Advance Preparation 

There are a few words of advice which 
are usually given by those who have been 
through the mill: Prepare the groundwork 
carefully for your salesmen, watch them 
Closely and help them over the difficult 
Spots, check their estimates carefully and 

guided by your engineering staff as to 

Whether to accept or reject contracts 
offered for approval. 

Standardize your equipment to handle 
oe or two makes of counters and recom- 
mend these types of counters to your dis- 
tributing organization. It is only by 
Standardizing that you can use the service 
of Specialty salesmen rather than to attempt 
the difficult task of training a sales engi- 
Neering organization. 

xpand the commercial sales department 

‘lowly on a solid foundation of facts. It 
may be possible for the engineering staff 
0 lay out standard low pressure units to 
fll the requirements of several different 
makes of counters, and if so, see to it that 

recommendations outlined by the staff 

e strictly adhered to. 


The salesman has one or more mod-® 


There is no particular preference, except 
as to individuals, between flooded-type 
evaporators or direct-expansion units, 
either dry or submerged in brine. Any 
type of low pressure unit, if properly engi- 
neered, will handle the requirements of any 
counter—it is when we attempt to handle 
two or more counters with a single small 
machine that “old man trouble” begins 
hanging around. 


RETAIL FOOD DEALERS 
OFFER BIG MARKET FOR 
MACHINES AND CABINETS 


(Continued from Page 1, Column 1) 


the risks which are involved by exposing 
perishable foods to warm and dust-laden 
air, it seems incredible that the practice 
should be continued to the extent which 
still prevails in the largest cities, as well 
as in the smallest villages. 

Refrigerated display cases in which food 
products may be spread before the house- 
wife, and at the same time remain fully 
protected from proximity to shopping 
crowds, as well as from the gradual dete- 
rioration due to temperature, offer one of 
the most appealing types of equipment for 
the electric refrigeration salesman to pre- 
sent. Little argument should be needed to 
convince the merchant of the advantages 
of the refrigerated display case as a mer- 
chandising asset. When one of these 
attractive fixtures has been added to the 
equipment of the leading store in any com- 
munity, the results in increased sales will 
provide a convincing demonstration to other 
neighboring merchants. 


Many Improvements in Design of 
Display Cases 

Notable progress has been made in recent 
years in the design of display cases. With 
the necessity for maintaining the trans- 
parency of the glass under all conditions, 
much study has been given to the subject 
of air circulation, the arrangement of 
freezing trays and other details of design. 

As in the case of the household machine, 
the ease of determining the cost of opera- 
tion with the utmost accuracy, via the 
electric meter reading, focused attention 
upon the elements of construction and 
installation of commercial cabinets. With 
electric operation, uniform temperatures 
are expected and any inefficiency. is quickly 
registered in the form of an excessive cost 
of current. Water soaked insulation, leaky 
doors and other defects, which passed 
unchallenged when ice was used, cannot 
be tolerated after the installation of the 
electric machine. 


During the past year electric refrigera- 
tor dealers have devoted intensive efforts 
to two broad fields which represent 
extremes in the character of the equipment 
required. Apartment houses, on one hand, 
have accounted for a large percentage of 
the installation of small-size units, and in 
this field there has been a constant demand 
for miniature cabinets. Butcher shops and 
delicatessens have provided another field of 
sales which has been highly satisfactory, 
and perhaps more profitable, during the 
past year. There is every indication that 
sales activities will be greatly extended in 
1928 among the retail stores where the 
size of the unit offers an opportunity for 
an attractive profit on each installation. 


As a part of a program planned by 
ELectric REFRIGERATION NEws, to acquaint 
distributors, dealers and public utility com- 
panies with the types of commercial equip- 
ment which are now available, current 
issues are being devoted to groups of spe- 
cial applications. In the previous issue, 
water coolers were featured. In the fol- 
lowing pages will be found interesting data 
on the products of manufacturers who spe- 
cialize more or less in display cases and 
store cabinets. The coming issue, March 


14, will be devoted in a similar manner to 
ice cream cabinets and soda fountain equip- 
ment. 


the Food Is 


Frosted Coils Assure Patrons That 


Wholesome 


Frigidaire Coils are in view in each end of this C. Schmidt case installed in 
Schuman’s Meat Market, Cincinnati ° 


BANTA CASES BUILT 
IN TWO UNITS, EACH 
WITH ITS OWN COIL 


The Banta Refrigerator Co., Clearfield, 
Pa., offers a complete line of display coun- 
ters, designed for use with either ice or 
electric refrigeration. Particular attention 
is called to the Banta standard duplex 
counter and duo-duplex counters, both of 
which are especially designed for electric 
refrigeration. 

Both of these cabinets have an upper and 
lower section entirely separate from each 
other and refrigerated with separate coils. 


This makes it possible to provide different 
temperatures in the two sections of the 
cases so that meats may be kept in one part 
and fruits and vegetables in the other. 
Both the upper and lower sections of both 
cases have three lights of 16-inch high 
crystal plate glass. Insulation may be had 
in cork board, celotex or insulite. Elec- 
tric lights outside of the case provide inte- 
rior illumination. A protective panel run- 
ning around the base of the cabinet is of 
heavy brass, nickel plated. 


Particular attention has been paid in the 
designing of these cases to see that the 
proper amount of circulation and humidity 
is provided. Humidity and circulation, as 
well as low temperature, are important. 

Either of these cases may be had in 6, 8, 
10 or 12 foot lengths, and both are 54 


inches high. The depth of the duplex 
counter is 2914 inches and that of the duo- 
duplex is 35 inches. 


LORILLARD FACTORY 
SUPPLIES THREE WELL 
KNOWN DISTRIBUTORS 


The Lorillard Refrigerator Co., of King- 
ston, N. Y., manufactures refrigerated dis- 
play counters, made to order only. No 
standard models are kept in stock. Most 
of the cases manufactured are of wooden 
frame work with double or triple plate 
glass fronts, top and end. The rear is 
fitted with either hinged or sliding doors, 
also of double or triple thickness so as to 
prevent as far as possible the loss of 
refrigeration. In the center of the counter 
is a compartment for the chilling unit of 
an electric refrigeration system. The dis- 
play compartments are lined with metal, 
white glass or wood, and are fitted with 
tinned shelves. 

These counters are built with the front 
either vertical or slanting and are made to 
order in lengths of 8, 10 and 12 feet. The 
usual height is 36 inches and the usual 
depth at the base is 30 inches. 

These display cases, as well as other 
refrigerating equipment manufactured by 
the Lorillard Co. are sold by Albert Pick 
& Co., Chicago, L. Barth & Co, New 
York, and the John Van Range Co., Cin- 
cinnati. 


C. V. HILL & CO. MAINTAINS 
SERVICE CORPS IN EAST 


C. V. Hill & Co., Inc., 360 Pennington 
Ave., Trenton, N. J., are manufacturers of 
large commercial refrigerators as well as 
refrigerated display cases in both wood 
and metal. The company has service men 
throughout the east to handle all installa- 
tion and service problems. 


FOR ALL PURP 
For 


REFRIGERATORS 


-| Grocery Stores- 
-| Meat Markets: 
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WORLD’S LARGEST MANUFACTURER OF REFRIGERATORS FOR ALL PURPOSES 
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A Institutions-- |- ri : x 
Florist Shops: Electric Refrigeration 
| Homes:::-: 

OW WE PRESENT McCray’s detail, the pure corkboard insulation 
— | newest achievement, the finest sealed with hydrolene cement, which 
% Le = refrigerator unit for storesand keeps foods perfectly at exceedingly 

= il ry Wee ce “a markets in all McCray history! And it low operating cost. 
YZ eh } y= ~ Ve \ \ is especially built for Electric Refrig- Here is time-tested McCray refrigerator 
x | | N& , f eration of any type. service, proved in actual use for over 
Be p)/) Mig) YY A)/ | ‘Notice first of all its striking sapere a third-of-a-century... offered to you 
= 4 LF Zoey 7) CI -.- gleaming white porcelain,clear plate _in a refrigerator case which strikingly 

: i / fy’ lass, mirror-like Monel metal trim! marks your store as the store ahead. 
= \ 5= NN re Uf hen consider the unequalleddisplay By i]t for ELECTRIC REFRIGERATION 
\\ | —electrically lighted—which it affords. of any type. May be used with ice, if pre- 
= a Notasingle obstruction acrosstheen- —_ ferred. SEND COUPON NOW for fur- 
fp AA ¢ \ tire front! And the absolute cleanli- ther details of the new McCray Display- 
a \ ness, perfect sanitation which itassures. Aj] Refrigerator Case No. 104, and how 
> Surely, here is a case which will bring _¢ will ¢ more money for you. Get 
| 4 fn om you more business. the facts about other styles to meet your 
Wy Hie Remember, too, with all these strikin — needs. Remember, McCray 
a ds ; A Y anoe tase new features there is the old reliable uilds refrigerators for every purpose. 
f othon McCraysystem ofrefrigeration,the — SALESROOMS IN ALL PRINCIPAL CITIES 
i ¥ staunch construction in every hidden (See Telephone Directory) 


We invite correspondence from dealers in electric refrigeration 
about the profit-making possibilities in McCray cooperation. 


MSCRAY 


rants Hospitals. |= Built Especially for Use with 


McCray Refrigerator Sales 
Gentlemen: Please 


Also, without obli 
case and counter, 
taurants 


send free book [ Pow to 
tion, send information about refri 


Mes regia some fai yg oa 


MECRAY REFRIGERATORS 


Dept. 66, Kendallville, Ind. 
¢ More Money in Food pe day 
City. 
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WISCONSIN FARMS 
ARE GOOD MARKET 
FOR MILK COOLERS 


Utility Man Says the Farmer is as 
Good a Prospect as the 
Business Man 


By Charles P. Rodman 


The Wisconsin Gas & Electric Company, 
Watertown, Wis., has been having consid- 
erable success during the past six months 
in selling electric refrigerators to people 
living on farms. 

According to R. W. Minning, who is in 
charge of electric refrigeration sales for 
the firm, the Wisconsin farmer is buying 
just as many electric refrigerators as is the 
Wisconsin business man. He has always had 
the belief, ever since he started selling 
eiectric refrigerators, that farmers would 
huy them, and has worked the field hard 
in his district, securing a fine number of 
sales. 

“The farmer is in the market for electric 
refrigerators just as much as is the city 
man,” said Mr. Minning. “Take the elec- 
trically refrigerated milk cooler. We are 
selling a large number of these in this ter- 
ritory, and I have a fine bunch of pros- 
pects for the coming year.” 


Farmer Easier Sold Than City Man 


Mr. Minning says that the farmer is 
easier to sell than the city or town resi- 
dent. Usually the farmer will know imme- 
diately if he can use an electric refrigera- 
tor to good advantage, and if he can afford 
one. His answers will be definite and to 
the point, whereas a city resident prospect 
is very likely to be indefinite and a sales- 
-_ can waste a lot of time calling on 

im. 

“In handling the Kelvinator line here in 
Watertown and the surrounding territory, 
we find that the people as a whole have 
passed the skeptical stage and are ready to 
buy,” said Mr. Minning. “Nearly all know 
something about electric refrigeration, and 
are interested in it.” 


Direct Mail Used 


This firm boosts its sales of electric 
refrigerators as well as other products it 
handles by getting out direct mail letters 
many times during the year. This letter 
is usually a four-page affair, with only one 
page of typewritten matter. The other 
three pages are filled with advertising and 
illustrative matter on electric refrigerators, 
radios, electric sewing machines, washing 
machines and ironers. 

According to Mr. Minning, this type of 
direct mail produces good results. The 
electric refrigerator department is given 
a one-half page in the letter, which space 
is twice as much as is given any other 
product. 

All salesmen of this firm carry advertis- 
ing literature on all the electric appliances 
handled. In this way, when they are sell- 
ing a washing machine they can also try to 
sell an electric refrigerator. Selling sev- 
eral products gives salesmen an entrance 
into a home that makes for easy selling. 

Mr. Minning is a firm believer in exhib- 
iting electric refrigerators at shows and 
expositions. This manner of advertisitig 
has proved effective in building a prospect 
list. 


BRITISH FIRM BUILDS 
NEW REFRIGERATED CARS 
FOR PALESTINE RALWAY 


A British firm, the Gloucester Ry. Car- 
riage and Wagon Co., has recently built 
a number of refrigerator cars for the Pal- 
estine Railway, to the designs and inspec- 
tion of the crown agents for the colonics. 

The van is built to designs based on mod- 
ern refrigerating principles. The body is 
framed in teak with an outside sheeting 
of varnished teak, the inner and outer roof 
boards, floor boards and inside sheeting 
being of red deal. The main feature is the 
method in which the insulation has been 
carried out, Celotex 7/16” thick being the 
insulating medium. In the roof six layers 
are fitted with a 3” air space between the 
outer roof boards and the Celotex, and the 
inner roof boards. In the body sides five 
layers were used with a 1 13/16” air space 
from the inner match boards. The body 
was structurally complete before the insula- 
tion was applied, this being fitted from the 
outside of the vehicle. The floor is incu- 
lated with 2” cork boards with 4” insulat- 
ing compound top and bottom of the cork, 
and with 1%” red deal boards fitted on 
top, and 13/16” floor boards underneath. 

Side doors 513/16” thick, with special 
cam lever closing mechanism, were fitted, 
and the floors were insulated with 7/16” 
Celotex. ; 

Ice tanks carrying two tons of ice were 
fitted in the roof, and the roof doors, con- 
sisting of inside and outside doors, were 
arranged with a running board on the roof 
for loading the ice. The inner and outer 
doors had to be provided to ensure that 
the outside heat could not penetrate to the 
interior. Six runways with meat hooks on 
rollers were fitted inside the roof of the 
vans for hanging carcasses of meat. Hinged 
floor racks were fitted, folding to the body 
side when sweeping out the floor. 


One hundred and twenty-four represen- 
tatives of Minnesota General Electric 
dealer organizations met on February 16 
at the Curtis Hotel, Minneapolis, as guests 
of the Electric Refrigerator Co., 725 Mar- 
quette Ave., Minneapolis, and Lambert & 
Simpson, 65 E. Sixth St., St. Paul, Minn., 
General Electric distributors. 

F. B. Hillwick, chairman of the session, 
called the meeting to order at 1:30 and 
introduced H. C. Shannon, president of the 
Electric Refrigeration Co., Minneapolis. 
The General Electric icing unit was next 
explained by W. M. Timmerman, of the 
General Electric offices at Cleveland. W. 
H.. Taylor, also of Cleveland, spoke on the 
subject of dealer organization. The suc- 
cess of the past year was summarized by 
F. B. Hillwick, sales manager of the Elec- 


G. E. Dealers Gather in Minneapolis 


tric Refrigerator Co. Following this an 
open forum was held. 

The evening session was opened with a 
banquet, the unusual menu of which 


appears below: 
ME—N—U 


(Entirely Different) 
Olives—No oiling Celery—Fanless 
Tomato Broth—A la No Brine Tank 
Blue Ribbon Steak—Without Stuffing Box 
String Beans—Less Vibration 
Potatoes—Less Gaskets 
Dinner Rolls—Portable 
On the Top 

Apple Pie—Individual 

Coffee—Drainless 
A variety of entertainment was _ inter- 
spersed throughout the dinner which was 
followed by a number of addresses) How- 


Salad 


Scene at Banquet for Minnesota General Electric Dealers, Curtis Hotel, Minneapolis, February 16 


ard C. Shannon was toastmaster. W. M. 
Timmerman again addressed the meeting 
on the subject of “Refrigerating with 
G. E.” “It Can Be Done” was the subject 
of a talk by A. C. Mayer of the Cleveland 
office. R. T. Snodgrass, advertising direc- 
tor of the Minneapolis Journal, spoke on 
the value of advertising. The meeting was 
brought to a close with an address on the 
subject of “Opportunities in the North- 
west,” by J. E. Tatam, secretary of the 
Greater Minnesota Association. 

As announced at the meeting, and also 
in the printed program, the aim of the 
General Electric dealers in the State of 
Minnesota is to “Sell 75 per cent of the 
refrigerator prospects in the State.” 

Representatives of the following mem- 
bers of the Southern Minnesota Dealer 


Organization were present at the meeting; 


WATER & LIGHT BOARD...... rape Austin 
LEAP @ EIIIONER . od. ooo esse ves calces Glencoe 
We Gis ecto cae. costes eOek Lake City 
BAILEY’ REYNOLDS CO. i... cciect Albert Lea 
WEISE & KUHLMAN, Inc..... Lester Prairie 


Devs ncceeseerveeseseseseresessseses Kasson 
LIESKE HARDWARE CO.........Henderson 
(284 Se OL Ae Ae Willmar 
eg AR Oe Seer er s 
F. E. EBENER HARDWARE CO....Wabasha 
GUNDERSON ELECTRIC CoO......... Kenyon 
KROGH FURNITURE CO...... Spring Grove 
MISSISSIPPI VALLEY PUBLIC ER\ 

Oo go _ A-SI ere Save Winona 
A A eon ge 4S Irae Springfield 
THE DEAT IAG STORES. ie cise 0d Redwood Falls 
TUROEER BUBCTRIC. CO i6...csesees aribault 
ROCHESTER ICE & FUEL CO..... Rochester 
PICKUL-GRUGMA OGG 6 osc cies ce ees Madison 
MANEALO BOECIRIC CO‘. ccc esxes Mankato 
Celige «3a 2 oo) See ey tre Minneapolis 
M. FF. PROCHASKA. i662 s655. Le Sueur Center 
BELLE PLAINE MOTOR CO....Belle Plaine 
JOHNS HARDWARE CoO............ Litchfield 
ANNANDALE ELECTRIC CO...... Annandale 
HOME ELECTRIC’ SHOP.......ccsscess Buffalo 
FAIRMONT ELECTRICAL CO...... Fairmont 
NETEUM BLECTRIG CO. cnc cc ccs Red Wing 
SERVICE ELECTRIC SHOP........ St. James 
‘ky 0 OO eer Pine Island 
SCHERKENBACH’S HARDWARE & ELEC. 

TRC AL, BOE Gilet s+ 6.3.9. 595 0009s 00es Shakopee 
CARPENTER-GOETZ HARDWARE CO..... 

MP rere Treen Ciera ree te Plainview 
FITCH & BRENCKMAN.......... Blue Earth 
OLSON & STUBSTAD. 206500. .c8e Zumbrota 
JUNI HARDWARE CO..........+0e6. Jordan 


Declares Beauty in Everyday Com- 
modities Is a Necessity 


Lawrence Weaver, president of the 
Design and Industries Association of 
Great Britain, in a luncheon address at 
the New York Advertising Club, Feb- 
ruary Ist, emphasized the importance 
of art in industry and declared that 
design and beauty in everyday com- 
modities is no longer a luxury but a 
necessity. He believes that the views 
of the artist should be considered in the 
production of the most utilitarian prod- 
uct. He called attention to the success 
of Swedish manufacturers in making 
artistic goods. 


FOREIGN SHIPMENTS OF 
ELECTRIC REFRIGERATORS 


December Exports Reported by 
Bureau of Foreign and Domestic 


Commerce 
Refrigeration 
Sets up to 1-ton 
Capacity 

Number Dollars 
ee eee a oe 239 = 16,190 
UME oh aA or EN Rew sick vs, Be 2 360 
IN ots a islet nord cces 46 6,390 
Denmark & Fr. Is.......... 2 709 
WS a ea ee 12 2,251 
Es ectvecwe ia< yess 16 3,016 
re rere 76 ~=11,670 
ie | ee 45 6,519 
EE 6x65 Sn died ds an own 3 550 
SEE. « kwisten aiken enrees 15 2,500 
EE Banc s.eoks sek beaiaas 9 3,457 
MEE, 6h vse SaaS e eK s 5 793 
DWHEAPION oie ieiccsecenr 8 1,491 
United Kingdom ........... 42 6,560 
NON, 6 S65 de 0 bees ak Ke 209 40,996 
BO Ss ae er 4 1,265 
Si ckekursak barns 3 947 
ore eee 12 3,276 
eee eee 13 4,133 
OE ee eet ee 20 5,634 
ES ois Soke pins 0 a) Stn 8 1,576 
EE er 5 1,357 
0 SSS ean eee 2 294 
Trinidad & Tobago......... 6 1,690 
As 5 a ae Cr 3 596 
Se te ene 36 =—-:11,457 
Dominican Rep. ........... 24 9,134 
Neth. West Ind............ 2 719 
Ore 10 2,587 
Witte 1S) GEA. Si. ic wic sss 2 360 
PAOMAUNT, Se oh i:5.0 be a Dead ores 28 4,271 
| 03 area eee ee 265 39,767 
5 ee eer ee 19 2,906 
RUMI os Fhe 6 i ei gees 005 19 2,040 
SE Pe ee ere 16 2,110 
Pere 56 11,801 
| 14 3,070 
EN ein Secor bide did saa 357. = 32,861 
7 eer etre 17. —s. 2,585 
SE 6460 ta Sib ed veeaere 3 571 
a ee ee ae ee 3 667 
paoen, inc. Chosen ..<...5%. 1 136 
ee ae ee 7 5,050 
a ee eee 556 = 82,715 
OS ee nt 9 2,339 
SR RE ae re eee 146 327,403 
OOF SOUT TT eee 4 498 
SE Gy Al vind pavandn nee 2 670 
Se iicseviaielee. 2,299 369,937 


Philadelphia Utilities Merge 


Consolidation of the Philadelphia Elec- 
tric Co. with the United Gas Improve- 
ment Co., which has been approved by the 
stockholders and directors of the two com- 
panies and by the Public Service Commis- 
sion of Pennsylvania, is now effective. 
More than 95 per cent of the outstanding 
stock of the Philadelphia Electric Co. has 
been exchanged for capital stock of the 
United Gas Improvement Co., although the 
former company will retain its corporate 
identity. 


_ The boys have invented so many impres- 
sive and high-toned synonyms for credit 
that it seems almost undignified, or some- 
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Optional Colors... 


Lower Prices 


With the Servel color process turning 
out electric refrigerators in four dis- 
tinctive colors, you are in a position 
to meet this keen modern demand 
for bright kitchen equipment. These 
- colors include Biscay Blue, Ivory Tan, 
Silver Grey and Crystal Green. 
White, too, of course, for those who 
prefer it. 


Illustrated at the right is the H-5, the 
new 5 cubic foot Servel Electric 
Refrigerator. Fine finish, compact 
design and low price ($215, F. O. B. 
Evansville) make this miodel ideal for 
small kitchens and apartments. And 
the popular S-Line, now available in 
the new colors, all sizes listing at new 
low prices, round out the Servel line, 
to fit every type of home. © ae TD 


CREEK 


When you’re showing Servel... 
You’re Selling 


ECTRIC SHOP 


\ 


colors she likes best. 


Slide a few of these mod- 
ern, colorful Servels into 
7\ the front window with a 
card inviting people to 
come inside and find out 
how the modern electric 
refrigerator does its job. 


They'll come in. 


They'll come in, just to 
look around. They may 
not be in the market today. But start right in 
showing them. Show them the new color fin- 
ishes. Get Mrs. Prospect to decide which of the 


ride, thecoldest refrigerant. 


And Servel durability . .. 
how long that good look- 
ing finish will stand up; 
how the unit does its work 
quietly and economically 
for months on end. 


And about these . 
who are we to tell a sales 
expert when to close? The 
interesting thing is that you’ve sold ’em! You'll 
find—as so many others have already discov- 
ered—that when you’re showing the modern 


5 1 
* ‘a 3 
= ~—| 
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.. but 


Servel, you're selling it! 


Ask her to open the door 
of the new Servel. Point 
out that clean porcelain 
lining. Tell her about the 
thick corkboard insulation 
. ». to keep heat out and 
cold in. 


Show her husband the 


mechanical unit. Say a 


A Closing Proof .... 


Jot all of the profitable Servel 
territories have been assigned. 
Not all applicants for Servel 
franchises have been successful 
in securing them. If your ter- 
ritory is still open and your idea 
of handling electric refrigeration 
is to combine sound manage- 
ment with energetic sales work, 
address us at Evansville, In- 
diana. 


word about Mcthyl Chlo- 


SERVEL 


Electric Refrigeration 


thing, to pay cash—Detrott News. 
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CHICAGO DALLAS DENVER 


LOS ANGELES 


SERVEL SALES, INc. 


Factory and General Offices: Evansville, Indiana 
Administration Offices: 51 E. 42nd St., New York 


SAN FRANCISCO SEATTLE 
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“Yes, Sir, We'll Have To Take Up 
Interior Decoration To Handle These 
New Colored Units,”’ Says Salesman 


Salesmen Need No Longer 


Harp on Mechanical Details 


—the Color’s the Thing 


By Willis Parker 
66 ee electric refrigerators is getting harder and harder,” I 


overheard a salesman on the train tell a friend. 
‘learn a lot of technical stuff about 


“We've had to 
the construction and mechanism of 


an electric refrgierator and how to translate it in terms that the average 
human could understand, then fight the customer on the question of 


_price,and terms, size and kind of installation. 


“Just about the time a fellow has this stuff learned so he can rattle 
off his little piece without hesitating, the manufacturer comes along 


with a bunch of color. 
pink refrigerators, green ones, blue ones, 
red, grey, tan and who knows what else? 


Yes, sir, we'll have to take up interior dec- 


oration along with electricity, chemistry 
and architecture if we expect to sell ’em.” 
All wrong, he was; in the language of 
slang, he was “all wet.” 
From the remainder of his conversation 
1 deduced that he hadn’t threatened his 
sales manager’s position by his exceptional 
ability as a salesman, nor had he yet 
attempted to sell a colored refrigerator. 
In fact, he didn’t know the possibilities. 
So, while in Denver, I asked Jack West, 
-who is in charge of the floor sales force 


‘of the Public Service Company, what this 


color stuff was all about and what oppor- 
tunity color afforded the salesman. It was 
in the dead of winter, when I talked with 
West, and the real business of selling 
refrigerators hadn’t gotten well under way. 


A Speedy Sale 

“See that row of refrigerators?” asked 
West, pointing to the section of the sales 
floor where modern refrigeration for the 
home was “strutting its stuff.” I admitted 
my eye-sight was good. 

“You see a grey box, a green box, a tan 
box, as well as a number of white ones, 
don’t you?” he continued. “Well, we used 
to have a bright red box in that row. It 
had a big yellow and green parrot on the 
front. It’s sold. ‘Color sold it. Price 
didn’t matter; there was no long, drawn- 
out argument on economy of operation or 
comparisons of mechanism with that of 
other makes of machines. The customer 
wanted that particular box because it har- 
monized with the color scheme in her 
kitchen. It was one of the quickest sales 
we ever made. 

“That illustrates what color is likely to 
de in the merchandising of electric refrig- 
eration. While I do not approve of the 
customer’s taste in colors, and our expe- 
rience is that the greens. will undoubtedly 
be the most popular. colors, and, while I 
also admit that it will be necessary for the 
electric refrigerator dealer to carry a 
larger variety of machines in order to give 
his prospects color selections, still, I wel- 
come the advent of color, because it will 
give us one more valuable sales argument 
‘and eliminate much of the technical argu- 
ments which we have heretofore been ham- 
pered by. 


Less Need to Talk Mechanical Features 


“We have passed the period when our 
sales of electric refrigerators depends upon 
how well we can present an argument on 
the’ mechanieal features of the machine. 
The public: recognizes that electric refrig- 
eration is something desirable to possess, 
and there’ is scarcely a person who does 
not wish to have such an appliance in her 
kitchen. Economy and convenience, as 
well as a harmonizing decorative scheme 
are the features that must be used in the 
construction of our sales talks. Price: still 
is somewhat of an object, but not nearly 
as much of an object as it has been. ~ It is 
safe to say that, barring the prospect’s 
inability to purchase anything, if the con- 
venience, the economy and the decorative 
features fit the prospect’s ideals, a few 
dollars one way or another in the price will 
hot cut so much of a figure, for most of 
us are willing to pay the price if we get 
what we want. 

“Salesmanship is still largely a matter 
of iriendship. More strictly speaking, it 
iS a matter of friendly interest in the pros- 
pect've customer and his property. The 
elec'ric refrigerator salesman must exhibit 
an iiterest in Mrs. Jones and her kitchen, 
for she is considering modern refrigeration 
fron the standpoint of the kitchen rather 
than from the standpoint of the living 
Toon. The chances are nine to one that 
she is proud of her kitchen, and has it 
Well equipped with other modern conveni- 
ences and decorated in the modern styles. 


Salesman Can Show Real Interest 


“Since we now have colors in electric 
refrigerators, we have an opportunity to 
exhibit more interest in our prospect’s 
kitchen, for we have a legitimate right, 
now, to ask Mrs. Jones or Mrs. Smith, 
What the color scheme is in her kitchen. 

hen we ask this question we prove to 
Mrs. Jones that we are interested in her 
and her home. When we show this inter- 
est, the customer becomes more interested 
us; therefore more friendly toward us. 
We have gotten her confidence and she will 
listen to our suggestions with more than 
commercial interest. 


We'll have to sell® 


investigate a green refrigerator to harmon- 
ize with the remainder of the color scheme. 
That idea of harmony in the kitchen dec- 
orations is paramount in her thought, and 
it reduces the necessity of dwelling at con- 
siderable length upon the mechanical fea- 
tures of the machine, with the resultant 
confusion in her thought; for few women 
are well enough versed in chemistry and 
electricity to comprehend a simple explana- 
tion of the workings of an electric refrig- 
erator. 
Color Makes Sales Easier 

“The modern kitchen is becoming as 
much of an eating place as it is a cook- 
ing place. Breakfast nooks have provided 
a means of expressing individuality in color 
schemes, not only in the breakfast nook, 
but also in the entire kitchen. We, as 
electric refrigerator salesmen, must take 
decorative effects into consideration and 
adapt our sales arguments toward color 
harmony. And instead of increasing the 
time it requires to make a sale and increas- 
ing the effort we must put forward to get 
the signature to the order, I firmly believe 
that color will make it a lot easier for us. 

“T would suggest that every electric 
refrigerator salesman visit the furniture 
stores, the hardware stores and even the 
up-to-date plumbing shops and investigate 
the influence of colar upon the sales of 
their merchandise. In color we have the 
assistance of hardware dealers, furniture 
men and plumbers to reduce sales resist- 
ance. It is the one merchandising factor 
that is common to all of these lines of sell- 
ing effort.” 


I. CARKIN WINS FIRST 
PRIZE IN G.E. “OVER 
THE TOP” CONTEST 


Sold 42 Units from Nov. 1-Dec. 24 


Isaac Carkin, of the Lynn Gas & Elec- 
tric Co., Lynn, Mass., is announced as 
first prize winner in the General Electric 
Refrigerator “Over the Top” Contest 
which ran from November 1 to December 
24. As a result of this success, Mr. Car- 
kin is now driving a new Essex roadster. 
In speaking of his methods used in land- 
ing on top, Mr. Carkin said, “Confidence 
and hard work are responsible for my suc- 
cess in selling General Electric refrigera- 
tors; confidence in the company, the prod- 
uct and the sales policy, consistent work 
from early morning until late at night. 
My experience has taught me that there 
is no formula for successful selling. It 
requires only the application of those prin- 
ciples underlying the prosperity of any 
business.” ; 

Commodities and cash prizes totalling 
$8,000 were offered. Second prize, a 
Whippet coach, went to C. S. Warner, 
Reading, Pa., a salesman in the employ of 
the General Engineering Co., Inc., there. 
Mr. Warner has been described as a 
tremendously hard worker, which no doubt 
accounts for in a large part the suc- 
cess in this contest. He says, “I’m hope- 
fully anticipating the next contest—the 
second prize looks good to me but a first 
prize will be even better.” 

In addition to Mr. Carkin and Mr. War- 
ner, each of the men listed below was a 
prize winner in the contest. The number 
accompanying each name indicates the 
position in which he finished. 


More Prize Winners 


3. Robert C. Anderson, Mississippi Power & 
Light Co, (dealer), Jackson, Mich.; A. G. 
re ok Per utar),  serom, Mich, c 
Lid. ‘New On oodward, ight 0., 
oss E. 


Orleans, 
Tierney, 


Diego. al. 
. . Sorenson, Wisconsin Electric Refrig- 
erator Co., Waukesha, Wis. 


5 Geo. T. Bauder, 
6. 
7. E. J. Sorenson, Wisconsin Electric Refrig- 
8 
9 


San 


-erator Co., Waukesha, Wis. 
. Gordon W. Fischer, H. G. Bogart Co., 
Akron, Ohio. 
. C. J. Collins, Allen Bros. (dealer), Bricge- 
rt, Conn.; Rex Cole, (distributor), 


k City. 
10. S. H. Hight, Cahn Electric Co., Shreve- 


port, La. : 
11. Dewey S. Harris, Ray A. Boaz Co., Mem- 
‘enn. 


Inc. 


inn. 

13. P, H. Sawyer, 

Lincoln, Nebr. 
m. . Reynolds, Eastern Hardware & 

Supply Co., Atlantic City. 

15. enry Herrmann, Hoosier Electric Refrig- 

erator Co., Indianapolis, Ind. 
16. John Lauri‘zen, H. G. Bogart Co., Akron, 


Midwest Refrigeration Co., 


_ If her kitchen is predominately green 
m color scheme, we may suggest that she 


Ohio. 
Morton, Ochiltree Electric Co., 


18. 


A. N. Burckhart, H. P. Bogart Co., Akron, 
io 


Ohio. 
B. G. Richard, Ohio Valley Electric Co., 
Steubenville, Ohio. 

R. E. Gray, Electric Refrigerator Co., Min- 
neapolis, Minn. 


. M. B. Keliehor, Rex Cole, Inc., New York 


City. 

B. M. Hanley, Wheeler Refrigerator Corp., 
Rochester, N. Y. 

Ladis H. Ottofey, Domestic Electric Co., 
St. Louis, Mo. 

Gor B. Howe, Electric Refrigeration Co. 
of New England, Boston, Mass. 

Arthur J. Cressy, Newton-Parsons Co., 
Hartford, Conn. 

Frank Doll, The Willis Co., Canton, Ohio. 
E, Turner Bethel, Dallas A. Shafer Co., 
Richmond, Va. 
M. J. Laurie, Utilities 
Detroit, Mich. 

. G. Evans, Heat & Gold Eawinesent Co. 
(dealer), Newark, N. J.; P. . Harrison 
& Co. (distributor), Newark, N. J. 
Frank Findlater, Findlater Hardware Co., 
San Angelo, Texas. 

. O. Hay, Camden Furniture Co. (dealer), 
Camden, S, C.; Hunting:on & Guerry Co. 
Inc. (distributor), Greenville, A 

. B.. Dudley, Orange & Rockland Elec. 
Co, (dealer), Monroe, N. Y.; Rex Cole 
Inc. (distributor), New York. 


Electric Corp., 


. Alfred Floyd, Refrigerator Sales Corp., 
Tulsa, Okla, 
E. Ellis, H. Kai Howse, Nashville, 


Tenn. 


; ie. A. Moon, Utilities Sales Corp. (dealer), 
P i Co. 


ewark, N. J.; A arrison & 
(distributor), Newark, N. J. 

ep alcom, Balcom Co. (dealer), 
Dallas, Texas; A. C, Rogers (distributor), 
Dallas, Texas. 

H. Bogart, Sr, H. C. Bogart Co., 
Akron, Ohio. 


. P. Connelly, South Carolina Power Co. 
(dealer), Charleston, S. C.; Huntington & 
Guerry, Inc. (distributor), Greenville, S. C 
arry Priestly, Lowell Electric Light Co. 
(dealer), Lowell, Mass.; Eastern Service 
Co. (distributor), Boston, Mass. 
Brunne, Erco, Inc., Buffalo, N. Y. 


K qene Dorsey, Geo. Belsey Co., Los Angeles, 


al. 
. A. L. Dryer, L. H. Bennett, Oakland, Cal 
. Herman 


Buffalo, N. Y. 
Mumma, Schindel, Roher & Co. Inc. 


rank, Erco, Inc., 


‘ (dealer), Hagerstown, Md.; The Hines Co. 


5. Frank R. McLaughlin, Pickerin 


. John W. 


(distributor), Baltimore, Md. 
Nagel, Erco, Inc., Buffalo, N. Y. 

Coal Co., 
Salem, Mass., Eastern Service Co., Boston 
ass. 
W. W. Harveycutter, R. G. Lockwood & 
Co., Roanoke, Va. 
§ Born, Ochiltree Electric Co., Pitts- 
urgh, Pa. 

C. Gruver, Chas. Brown & Sons, San 
Francisco, Cal. : ‘ 
W. Davis, Electric Refrigerator Co. of 
New England, Bos‘on, Mass. 
) Parker, Reid & Bywaters (dis- 
tributor), Fort Worth, Texas. 


‘ BOHN SYPHON 
REFRIGERATORS 


White Porcelain 
Enamel inside and 


Beautiful, Dis- 


outside. Th 
tinctive. Can be ‘nite dulligall 
had in 7,9 and 12 ment is ideal for 
cubic foot net food storage space 
storage capacity. where remote in- 


stallation is made. 


For Electric Refrigeration 
Write for Full Particulars 
Bohn Refrigerator Company 


SAINT PAUL, MINNESOTA 
These Models are on Display at our own Stores in 


NEW YORK CHICAGO BOSTON 


5 E. 46th St. 227 No. Michigan Blvd. 707-709 Boylston St. 


ittsburgh, Pa. 


Refrigerator 
Manufacturers! 


Your purpose to build a 
quality product dictates 
the use of quality materi- 
als in every part. Monel 
Metal has properties that 
have led to its acceptance 
as the standard and out- 
standing trim of the entire 
refrigerator industry «+ + 


Leading manufacturers of 
refrigerators are using Monel 
Metal trim because— 


1, Itispermanently bright and 
attractive. 


2. It is easy to keep glean be- 
cause of its rust-immunity 
and corrosion-resistance. 

3, Its steel-like strength 
makes it hard to dent or 
scratch, 

4. Its surface never shows signs 
of wear —it has no coating 
to wear off. 

5 Its general good looks and 

* ornamental value enhance 
appearance and salability. 

6. It is being advertised to |} 
American housewives | 
through leading national 
magazines. 


EWETT 


New . 
Mone! Metal is a technically controlled Nickel-Copper alloy of high nickel content. It is mined, smelted, refined, rolled and 
marketed Nickel C The trade mark 


name ‘Mone! Metal’’ is a registered " 


solely by The | 
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WILLIAMS ICE-0-MATIC 
WILL SPECIALIZE IN 
QUALITY MACHINES 


Distribution to be Made Through 
Present Oil-O-Matic Dealers 


Distribution of the Ice-O-Matic electric 
refrigeration unit announced in the Feb. 1 
issue of ELectrric REFRIGERATION NEws is 
expected to follow the same international 
lines as the Oil-O-Matic oil burner, accord- 
ing to C. U. Williams, president of the 
Williams Oil-O-Matic Heating Corp., 
Bloomington, III. 

“Our plan is to restrict ourselves to the 
making of a quality product,” said Presi- 
dent Williams. “We have no intent to go 
into the volume production of cheap ice 
machines. We are convinced there is 
demand for a product ranking in relation 
to the field as Oil-O-Matic does to other 
oil burners. We are furnishing Ice-O- 
Matics with ice compartment capacity of 
five to twenty cubic feet but not in com- 
petition with the lowest priced small elec- 
trical refrigeration machines. In actual 
practice the trend is toward machines not 
priced so low. In one good-sized middle 
western city the leading dealer’s sales in 
1927 averaged $350, for instancé. 


Two Cylinder Compressor 


“In the new Ice-O-Matic machine watch- 
like precision is followed. The compres- 
sor is a two-cylinder machine operated 
with a drop-forged steel eccentric shaft. 
A sliding base eliminates belt tighteners or 
idlers. A positive thermostatic control is 
standard equipment, permitting the attain- 
ment of a close, even and positive tem- 
perature. The motor is mounted on a 
rubber cushioned base and the unit is hung 
on a shock absorbing frame. Vibration 
has been kept at a minimum. 

“Lubrication is positive by means of an 
exclusive Ice-O-Matic patented device 
which positively prevents oil going over 
to the cooling unit. This permits placing 
of multiple cooling units above the com- 
pressor or below it, as one compressor can 
furnish refrigeration for two or more 
boxes. The cooling unit is extra large 
in proportion to the size of the box, 
resulting in short freezing periods. Ice 
cube capacity is large, ranging from 8% 
to 1334 pounds for the various boxes. 


Selling Cost Will Be Low 


“Since we are selling Ice-O-Matic 
through the same sales force that distrib- 
utes Oil-O-Matic, we have not added a 
cent of selling expense,” said President 
Williams. “For similar reasons we have 
added very little factory expense. The 
result is that we can help dealers to make 
money, offering them a quality ice machine 
at a price below what it would cost an 
exclusive maker of ice machines to produce 
a product of similar grade. 

“We will not make boxes. We will job 
standard make cabinets, selecting only the 
highest grades. We satisfied ourselves as 
to their careful manufacture and correct, 
effective insulation before we put them on 
our approved list.” 


The Williams ‘Ice-O-Matic” 


The specifications on Model A are as 
follows : 

Cylinders—2, 1% inch bore x 1% inch 
stroke; valves—poppet; eccentric shaft— 
drop forged steel, running in oil bath; belt 
—“V” section endless rubber fabric; speed 
—300 R.P.M.; refrigerating effect—10 
Ibs. melting ice per hour (continuous oper- 
ation) ; refrigerant—methyl chloride; mo- 
to—™% H.P., 1,800 R. P.M.; refrigerat- 
ing system—flooded, float valve controlled ; 
compressor control—thermostat, pressure 
control for multiple installation—optional. 


Nokol-Aetna Consolidation Now 
Complete 


Consolidation of the American Nokol 
and Aetna Automatic Oil Burner, Inc., 
formally announced in September, 1927, is 
now almost completed in fact as well as 
on paper. Since the merger, separate offi- 
ces have been maintained in Providence, 
R. I., and at Chicago. The Aetna factory 
in Providence has, however, for the last 
few months been preparing for the removal 
to Chicago. This move has now been com- 


“perrect © 
REFRIGERATION ema 


January 21 to 28 was achievement week 
in Fort Wayne, Ind. Many retail stores 
loaned their windows to local manufactu- 
rers for the display of their products. 
Teachers from the city schools with their 
classes visited these displays and made 


notes from which essays were to be pre- 
pared. Some manufacturers showed actual 
factory operations, with workmen perform- 
ing their tasks before the interested 
crowds. 

The Wayne Company’s display in a win- 


Wayne Company Features Heat and Cold Appliances 
in “Fort Wayne Achievement Week’’ Display 


dow of Wolf & Dessnauer’s department 
store was attractive with three colored 
cabinets and one in porcelain with nickel 
trim. They were accompanied by a Wayne 
oil burner and an action sign producing a 
realistic view of the oif flame. 


SEATTLE DEPARTMENT _ 
STORE DISTRIBUTES _ 
ST. VALENTINE MENU 


An appropriate and timely appeal was 
used by the Rhodes Department Store 
of Seattle, Wash., by distributing copies 
of a special St. Valentine’s Day meny 
consisting of appetizing dishes which 
may be prepared in the electric refrig. 
erator. The following menu was tied 
in with an advertisement for the Gen. 
eral Electric refrigerator: 


Iced Fruit Soup 
Individual Egg in Aspic Salads 
Asparagus on Heart Toast Garnished 
with Pimento Ribbon 
Valentine Mousse with Lady Fingers 
Heart Mints 
Coffee 


SURVEY SHOWS RADIO 
NEEDS OTHER LINES TO 
FILL SEASONAL GAP 


A recent survey conducted by Henry F, 
Holtzclaw, director of the University of 
Kansas Bureau of Business Research, indj- 
cates that music and furniture stores pro- 
vide the best outlet for radio sets and acces. 
sories. The reason for the selection of 
these two types of businesses is that both 
are in most cases better equipped to han. 
dle credit sales than are exclusive radio 
shops or other types of businesses. 

The survey points out that “Radio is a 
seasonal industry. Trade falls off in the 
spring and summer months and goes up 
again in the fall and winter months. Such 
being the case, it is not financially advisable 
for a shop to handle radios exclusively, as 
receipts are too irregular for satisfactory 
profit. Therefore, radios ought to be an 
adjunct to another well established line 
which logically would be furniture or 
music. 


PROPOSES A NATIONAL 
INSTALLMENT CONFERENCE 


Believing that the attitude of a consider- 
able portion of the business world today 
toward installment selling is bound to have 
a harmful effect on this type of business, 
Julian Goldman, of Julian Goldman Stores, 
Inc., proposes a national installment con- 
ference at which economists, financiers, and 
business men may consider all angles of 
the matter. As head of the country’s 
largest credit organization in the apparel 
field, Mr. Goldman brings out, in a treatise 
which he has prepared recently, his opinion 
that installment selling has been largely 
responsible for the prosperity since the 
close of the world war. 

While the present distrust of this type 
of selling is not sufficient to cause alarm 
at this time, Mr. Goldman feels that unless 
something is done in the way of a confer- 
ence of the type which is suggested, this 
feeling will grow until the country will 
be confronted with an acute situation. He 
feels that something should be done to pre- 
vent unbridled expansion of the installment 
system. Ways and means should be pro- 
vided for its regulation and protection. 

Mr. Goldman follows the history of 
installment selling from early days in 
Rome to its present application to nearly 
all types of business. Consumer credit is 
here to stay, says Mr. Goldman. 

As a final thought, Mr. Goldman asserts 
that installment selling is “the mightiest of 
all new economic forces now working in 
the interest of the American wage-earner,” 
and justifies this conclusion with a number 
of examples. 


SAYS N.E.L. A. DIRECT 
ADVERTISING CAMPAIGN 
SHOULD BE EFFECTIVE 


In commenting editorially upon the cen- 
tral station electric refrigeration campaign 
plan, as presented by G. B. Richardson, 
commercial manager of the Texas Power 
& Light Co., before the meeting of the 
Commercial National Section, of the 
N.E.L.A., Chicago, January 18-20, Elec- 
tric Light & Power says: “The plan was 
prepared by light and power company men 
and carries the light and power company 
viewpoint. 

“This fact is doubtless accountable for 
the immediate endorsement received by all 
light and power men present at the meet- 
ing. It is flexible and can be used as a 
whole or in part. Utilities designed to co- 
operate with local merchandisers of elec- 
tric refrigerators will find that the plan can 
be adapted to this purpose. Manufacturers 
desiring to tie in with the activities can 
base their national advertising on the plan. 
It is as easily handled as the concurrent 
selling plan and should prove equally effec- 
tive.” 


“The January 4th issue was certainly a 
good one—fuil of valuable and interesting 
information—and I am reading every bit 
of it."—Charles A. Collier, vice-president, 


Georgia Power Company, Atlanta, Ga. 
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ALASKAS 


The 


50 years of 
knowing how 


i Re eee —behind this wonderful new Alaska product for 
ee | ene the better housing of standard electric refrigerat- 
a ene all . . 
——— | ing units, should prove one of your most valuable 
mma Pree b ° 
Pe ed er aaron usiness assets. 
rr meee? 
cneeemmmminiiiien WE Ma . . 
| eee You can sell the Alaska easier because folks know 
_— : . ° 
pe BG Faces 4 it better. You can better trust it to satisfy be 
le iT EO amt cause an alréady successful refrigerator manufac- 
en . . . 
a turer underwrites its quality. You can be sure of 
as — a double profit on it because it eliminates service 
. ae costs due to haphazard construction and helps 
you sell more electrical units in the first place. 
Model 715 Alaska 


Designed for electric refrigeration 


A Few Alaska High-Lights 


High grade porcelain made in 
own porcelain plant. 


Swinging louvre base doors. 


1a? 
2 - Aon policy of national ad- s 
3 Genuine cork board insula- 9 
4 Roller type vegetable bins. 10 
5 
6 


Designed 


The new Alaska, specially designed and insulated 


with genuine extra thick corkboard, has proved 


Heavy substantial hardware 
of solid brass. 


Variety of sizes. 


Any unit with porcelain front 
if desired. 


Moderate price resulting from 
volume production. 


Cork-Insulated Refrigerator 


a real “find” for those interested in a refrigerator 
as good as the unit that goes in it! Note opposite 
a few Alaska “‘high-lights’”—then 


Send coupon for the new 
Alaska catalog 


Illustrates these splendid new products in detail—shows 
what a magic effect the volume-production on regular 
line Alaskas has had on the price of these real master 
pieces of design and construction for electrical units 
Don’t wait. Send coupon now! The Alaska Refriget 
ator Company, Muskegon, Michigan. 


THE ALASKA REFRIGERATOR COMPANY 


Muskegon, Michigan. 


for electric refrigeration 


Please send us your new catalog pricing and illustrating your new refrigerators for refrigerating units. 
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Prospecting for 


Prospects 


Via the Telephone Saves Time 


Selling by Wire Calls for Special Training and Extra Diplomacy, 
Otherwise It May Do More Harm Than Good 


By Willis Parker 


OOR to door canvassing to uncover prospective customers takes 
time and usually adds materially to the cost of selling electric 
refrigerators. Why not phone to phone canvassing? B. Hartog, man- 
ager of the Premier Electric Appliance Company, Colorado Springs, 


Colo., finds that it pays—IF. 


Behind that little word “If” is the secret‘ 
of the system. Remove the “If” and you 
will find the rules governing telephone 
salesmanship. Fortunately, Mr. Hartog 
has an exceptionally good girl for this 
work. At one time she was a telephone 
operator and therefore she is well trained 
in the art of handling the invisible bu: 
widely heard telephone public. Periodical- 
ly she calls numerous of the Colorado 
Springs women and discusses _ electric 
refrigeration with them. Her knowledge 
of human nature enables her to keep the 
women in good humor, after she has called 
them to the phone, and arouse their inter- 
est in the modern method of refrigeration. 
If she can arouse interest to such a height 
that it seems worth while sending a sales- 
man to see the lady, she makes her report 
thusly. If the prospect isn’t quite warm 
enough, she doesn’t waste the salesman’s 
time, but makes a note of the conversation 
and a week or two latter she may call 
back and present additional sales argu- 
ments. This method is continued until it 
seems like an opportune time to contact 
the prospect by personal salesmanship. 


Telephone salesmanship is one of the 
most used and most abused methods 
adopted by business houses in the past few 
years. We would not advise the electric 
refrigerator dealer to adopt it without 
investigating it thoroughly, lest he do him- 
self and his business more damage than 
he does good. 


The usual procedure is to hire a couple 
of girls, prepare for them a sort of 
stereotyped speech, hand them the tele- 
phone book and ask them to telephone ar 
many persons each day as they can 
Sometimes they start in at the front o' 
the book, taking any and all telephone 
numbers that appear to be outside of the 
business district. The girls are not espe- 
cially familiar with the product or the 
service, and too frequently they are not 
diplomatic. In case the prospect is gruff 
or snippy, they feel called upon to return 
a few snippy words in order to uphold 
their dignity. They are working for the 
pay envelope they will receive at the end 
of the week rather than to cultivate the 
art of telephone salesmanship. 


’Tis far better for the sales manager or 
the manager of the company to do this 
telephoning, for it is obvious that he will 
have more interest in presenting the idea 
right. If the company has several good 
salesmen, they can be enlisted in the work. 
The prospect list should not be taken 
promiscuously from the telephone book. It 
should be the same as a good mailing list. 
In fact, a good mailing list would make 
a good telephone list. Each salesman 
might be given a certain number of tele- 
phone calls to make each day. If he is 
any kind of a salesman, he will be diplo- 
matic when prospects seem irritable. 

The time of day is also important. Some 
people are pretty busy in the morning and 
haven't time for long-winded telephone 
conversations. Perhaps they will be gone 


vy 


‘n the afternoon, which makes it imprac- 
tical to telephone them after 12 o'clock. 
However, they will not be gone every 
afternoon, and if the salesman calls every 
lay, he is certain to catch the prospect at 
home some afternoon and with sufficien 
leisure to listen to a few words relative 
to an electric refrigerator. 


Phoning near meal times is a poor policy 
—no woman can keep her attention upon 
what you are telling her if she is worry- 
ing about the bread in the oven or the 
meat on the stove. Some women do not 
arise early, either, so the salesman must 
watch his step there—no woman likes her 
beauty sleep interfered with by a tele- 
phone call from an electric refrigerator 
salesman. As far as possible morning 
calls should be confined to the hours of 
9 to 11. Afternoon calls should be 
between 1 and 3. Evening calls are good, 
too. 


The mailing lists available usually are sc 
classified that types of customers on them 
can easily be ascertained and the rules of 
‘telephone salesmanship applied to fit them 


Through Hartog’s system at Coloradc 
Springs, there is very little wasted effort 
on the part of the salesman. The girl 
really presents interesting information tc 
the prospect and comes pretty close to 
closing the deal. In fact, the preliminaries 
are accomplished by telephone. The clos- 
ing and the demonstrations must be done 
by personal salesmanship. 


SEEGER CABINET CUT-OUTS 
PLEASE SCHOOL CHILDREN 


Several months ago the Seeger Refrig- 
erator Co. made available to its dealers 
cut-out models of Seeger cabinets se 
worked out that by following directions 
which accompanied the cut-outs a miniature 
cabinet might be made. 

The idea is worked out so that when 
the doors of the cabinet are open a color- 
ful display of food is revealed. A blue 
and white checkered mat imitating lino- 
leum is provided for the cabinet to stand 
on. 

The requirements of various dealers 
handling Seeger cabinets have been antici- 
pated and cut-outs are supplied so as to 
appear either with Copeland electric 
refrigeration installed, designed for elec- 
ric refrigeration but without the freezing 
unit installed, or for use with ice refrig- 
eration. 


The use of these cut-outs for distribu- 
tion to school children offers an oppor- 
tunity to reach a large number of pros- 
pective purchasers. In one case where this 
idea was worked out a flood of calls was 
received from parents who were anxious to 
obtain additional copies of the cut-out. 
These inquiries, of course, made available 
the names which were added to the pros- 
pect list. 


Pacific Gas & Electric Co. Loans 
Display Space to Retail Stores 
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INTERESTING REFRIGERATING © 
PLANT ON FAMOUS VESSEL 


Scott’s famous ship “Discovery,” which 
has lately completed a wonderful voyage 
in the southern seas, lasting two years, has 


an unusual 8. pportuntty 


San Francisco retail stores are allowed to display their merchandise at allotted 
et without charge, in the specially lighted windows of the Pacific Gas 


returned safely with information of much 
scientific interest. The vessel is fitted up 
with a refrigerating and ice-making plant 
on the “Lightfoot” carbonic acid compres- 
sion system. The interesting point about 
this plant is that on completion of the 
contract tests with cooling water at an 
initial temperature of 95 deg. Fah., a fur- 
ther test was carried out at the request 
ot the naval architect with cooling water 
entering the carbonic acid condenser at an 
nitial temperature of 110 deg. Fah., and 
leaving at.112 deg. Fah. The guaranteed 
results were obtained to the naval archi- 
.ect’s entire satisfaction. 


COPELAND MODEL N-5 BOOSTS 
SALES IN SOUTHWEST TEXAS | 


, Sale of Copeland refrigerators is show- 
ing a steady gain since the introduction of 
the new model, N 5, according to E. H. 
Potthast, sales manager of the Copeland 
department of Kirkwood & Wharton, San 
Antonio, Tex., distributors in southwest 
Texas. “Business this year has held up 
wonderfully well,” said Mr. Potthast. 


T. J. Graves, of Uvalde, has been ap- 
pointed a dealer for his section, according 
to Mr. Potthast, and reports that the Cope- 
lands have enjoyed a fine sale during the 
short time he has had them in stock. 

In addition to being distributors for 
Copeland electric refrigeration, Kirkwood 
& Wharton were recently appointed dis- 
tributors of Silica-Gel refrigeration units. 
Mr. Potthast states that he is looking for- 
ward to an unusually successful season this 
year, and is now rounding up his sales 
force in preparation for big business. 


now open to distributors 


EXCLUSIVE TERRITORY for 


ARGOWAND 


HEAVY DUTY 
POSITIVE VACUUM CLEANER 


Cer improved portable vacuum cleaner 
offers these exceptional advantages : 


Presents no servicing problems. No increase in your present 
overhead. Fills in gaps between selling seasons. Gives unusual 
profit in proportion to sales effort. A stable proposition — a 
product of the American Radiator Company. 

Here are some of its unique sales features . It takes out 100% more 
dirt than ordinary vacuum cleaners. Does its work in half the time. 
Consumes less current per squate foot. Equipped for every kind of 
surface—rugs, draperies, upholstery, walls, floors. It is compact, quiet, 
99.5% efficient. Saves labor—saves rugs—saves repair bills. 


To get the exclusive distribution in your 
territory—write or wire us for particulars. 


ARCO VACUUM CORPORATION 
(Division of AMERIGANRADIATOR GOMPANY ) 


40 WEST 40TH STREET, NEW YORK 


Refrigerator Hardware 


Hinge Special Tempered Spring Brass Front 
Stamped Brass Hinge Made in 2 Sizes 


Made in 2 Sizes 


Hinge Special Tempered Spring Brass Front 
Made in 3 Sizes 


Stamped Brass Hinge 
Made in 4 Sizes 


Automatic, also Reversible. 
Made in 5 Sizes 


Automatic Lock. 
Made in 5 Sizes 


Automatic for Service Door 
Same Type in Cooler 


Reversible. Made in 7 Sizes - Entrance Door Size 


Locks and Latches, over two hundred sizes, in the latest improved 
types of automatic, non-automatic, reversible automatic, with and with- 
out rollers, also springless, underthrow, or better still, the overthrow 
which does not pry down on door. 


Hinges to match in over two hundred sizes and types. Both locks 
and hinges are made of solid cast brass, bronze, special tempered sheet 
brass, and other practical metals. Also corners, drip traps, knobs, handles, 
screw machine products, etc. 


Finishes: bright nickel, dull nickel, bronze any color, brushed silver, 
genuine chromium plate, or any special finishes required. 


GRAND RAPIDS BRASS CO. — 


Grand Rapids, Michigan 


Co. Chas. Brown & Sons arranged this General Electric display. 
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Oldtimers and Newcomers 


Between oldtimers and newcomers there is usually a gap that is difficult 
to bridge. Socially, those who hold the fort have a habit of making things 
very unpleasant for pretenders who would invade their territory. Like- 
wise, in business those who are already established are inclined to view the 
newcomer with disdain or alarm, according to his apparent strength. If 
the stranger proves to be modest, understandable, possessor of no unusual 
ability which might make him dangerous as a competitor, he may, in time, 
be accepted into the fold. 


It sometimes happens, however, both socially and commercially, that 
the newcomers arrive in such numbers, and show such a flagrant disregard 
for the manners and customs of the oldtimers, that a new leadership 
results. Anyone who has seen an oil boom strike a small town will appre- 
ciate the truth of this observation. . 

In the whole field of refrigeration, including as it does, the cold-storage 
business with its enormous plant equipment, the ice industry with its mil- 
lions of invested capital, the professional engineers who have made the 
science of refrigeration a life study, the manufacturers of heavy machinery, 
the associations and publications which provide the media for education 
and development—to these and other groups which have constituted the 
refrigeration industry of the past—electric refrigeration, the new and vola- 
tile newcomer in the field has been a trying neighbor. 

After living precariously for some twenty years without visible means 
of support and with little encouragement other than an occasional predic- 
tion that it might some day amount to something, electric refrigeration sud- 
denly emerged from its obscurity with its pockets full of money and. with 
an appallingly large contingent of supporters shouting its praises. Reason 
enough, indeed, for the oldtimers to take counsel among themselves. 

The ice industry, whose clientele showed signs of weakening to the 
blandishments of the invader, was first to show its distaste for the vulgar 
methods of the barbarian. Righteous indignation there was when the 
upstart began making reflections upon the lack of cleanliness and sanitary 
habits of the intrenched industry. 

At first, reprisals were limited to mutterings of disapproval and dire 
predictions as to the final outcome of the new-fangled contraption. As 
things progressed, with the newcomers increasing in strength and number, 
there came a more insistent demand that something be done about it. But 
here, as is usually the case, differences of opinion developed. There were, 
of course, those who would crush the newcomers by showing up their pre- 
tensions. Another group, inclined to doubt the wisdom of the old system, 
favored the adoption of more progressive methods within their own ranks. 
A third division frankly declared themselves in on the new party and forth- 
with joined its ranks. 

Among the first to extend open arms to the new industry were the 
manufacturers of household cabinets. Alert executives in this field, troubled 
by the lowering standard of quality, saw in the new machine a force for 


the improvement of quality. Others, apparently believing that the new 


market would be necessarily limited in volume, ignored the opportunity } 


and opened the door to new competitors. 

Until recently, electric refrigeration has been looked upon by many as a 
household ‘device, the cost of which would circumscribe its market to a 
fairly fixed“ percentage of homes. The ice cream cabinet appeared to be 
the only serious contender in the commercial market. But already the 
electric refrigeration industry is extending its operations to a considerable 
variety of industrial and commercial applications. 
way, it is rumored, for an extensive movement which will make electric 
refrigeration available for a much wider range of service. Additional lay- 
ers of the old order will be affected by- this expansion. It will be inter- 
esting to observe the reaction on the part of older branches of the industry 


during coming months. 


Five Thousand Subscribers 

The progress of the News in building up an enrollment of paid sub- 
scribers has been noted from time to time in this column. We are now 
able to announce that the list has passed the 5.000 mark. In the corre- 
spondence with readers a most friendly interest in the growth of the paper 
is frequently expressed. We believe, therefore, that the members of the 
News family will be pleased fo know of this continued extension of the 
influence of the publication. 

Considering the fact that the columns of the News are exclusively 
devoted to a single subject and that the electric refrigeration industry is 
comparatively new, the attainment of 5,000 paid subscribers in a little over 
one year’s time is quite significant. This record is all the more indicative 
of the industry’s substantial character and the live interest in its problems 
and possibilities, due to the fact that no pressure has been used to increase 
the subscription list. Practically all have come in by mail, no paid agents 
or solicitors having been used. 
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Second G. E. Refrigeration Training School 


Seventy-five students attended the General Electric training school held at Schenectady, Jan. 9-14 


Older Companies Cooperate by Answering New Firm’s 
Queries on Trade Practice 


Replies of Leading Manufacturers Show Variations in Distributor-Dealer Discounts. 


In reply to the questions of a new manu- 
facturer relative to margins allowed dis- 
tributors, dealers, central stations and sales- 
men (see next column) a leading company 
which we shali call “A” answered as fol- 
lows: 


(1) The general and accepted discount 
to distributors is 40 per cent. 

(2) Dealer discounts usually average 
around 20 to 22 per cent where the dealer 
does not give service; from 25 to 27 or 28 
per cent where he is giving service. 

(3) Dealers seem to have salesmen em- 
ployed on three bases: (1) a small salary 
and 5 or 6 per cent commission; (2) eight 
to ten per cent straight commission with 
no salary or drawing account: (3) the 
dealer and the various straight salary em- 
ployees of the dealer do the selling direct 
as part of their duties to the organization 
to which they belong. 

(4) In some cases central stations do 
not purchase electric refrigerators from dis- 
tributors, because they feel that there 
should be no in-between profit, and that 
they are capable of handling this class of 
business direct from the manufacturer. 
Other central station executives feel 
exactly the opposite—prefer to have the 
distributor contact and prefer outside help 
and co-operation. 

(5) Due to the nature of this business, 
and the direction in which it has grown, it 
seems to have had the automobile practice 
of sight draft terms forced on it. This is 
because there has been a constant demand 
upon the manufacturer to keep his list 
prices low and to continually reduce them 
to bring electric refrigeration within the 
reach of the average buyer. At the same 
time, distributors and dealers have taken 
a margin of profit on this class of goods, 
just as they receive on various other elec- 
trical appliances. This has resulted in mak- 
ing it impossible to extend terms except 
through proposed financial plans, and has 
made for exceedingly great economies in 
manufacturing and distribution. The price 
of the goods to the consumer has been 
forced downward, as in the automobile 
business, yet the discounts have remained 
high and have not been lowered in pro- 
portion to the cut in list prices. The result 
has been that the manufacturer has had to 
bear this burden, not the public, nor the 
dealer, nor the distributor. 


Average Distributor’s Discount 30 to 40 
Percent; Dealers on 25 Percent 
Margin 

Manufacturer B replied as follows: 

(1) Our average distributor’s discount 
varies from 30 to 40 per cent. 

(2) Dealers are working under a 25 per 
cent margin. 

(3) Salesmen are subject to 12 per cent 


Big plans are under fon the list price or 10 per cent on the 


installation price. 

(4) Central stations: We find that this 
policy varies throughout the entire country, 
some sections want to buy direct, while 
others refer to other distributors and not 
carry merchandise. 


Some Central Stations Act As Dealers; 
Holding Companies Frequently 
Operate As Distributors 

Manufacturer C furnished the following 
answer: 

(1) Discounts applying to distributors— 
40 per cent. 

(2) Discounts applying to dealers and 
sub-dealers—35 per cent and 30 per cent, 
respectively. 

(3) Commissions to retail salesmen vary 
from 10 per cent to 12% per cent. ; 

(4) In some instances central stations 
act as dealers or sub-dealers under distrib- 
utors without friction. In other instances, 
holding companies demand distributors’ 
discounts and operate in all their proper- 
ties. 

(5) All manufacturers sell to distribu- 
tors and dealers on both open account and 
sight draft basis. Usually open account, 
where line of credit has been established. 

We trust that the above information will 
assist you in your contact with the manu- 
facturer who has just come into the field, 
and that you will be able to influence him 
to co-operate with us in maintaining a set- 
up similar to the one listed above. 


THE QUESTIONS 


(From the Feb. 15 issue of 
Electric Refrigeration News) 

Query No. 58—As you probably 
know we are about to market sev- 
eral popular priced household elec- 
tric refrigerator units but are very 
anxicus to make no mistakes in our 
marketing and sales quota, and with 
the thought that you might be able 
to be of some assistance to us we 
will appreciate your answering the 
following questions if you have 
available such information : 

“1. What are the discounts apply- 
ing to distributors of the better 
known makes of electric refrigera- 
tors? 


_ “2. What are the discounts apply- 
ing to dealers of the better known 
makes of electric refrigerators? 


“3. What commission do the deal- 
ers usually pay their salesmen who 
actually do the house-to-house 
soliciting ? 

“4. Do the central stations rebel 
against being asked to buy such elec- 
tric refrigerators from a distributor, 
or do they feel that they should be 
entitled to buy direct from the manu- 
facturer ? 


“5. Do you know of any refrig- 
erator manufacturer who is selling 
the distributor upon open terms, or 
are such accounts handled as is cus- 
tomary in the automotive business 
by shipments being made by draft 
attached? 


“From the above questions you 
may understand the problems that 
are confronting the writer at this 
time, and if it is within your prov- 
ince we would appreciate your giv- 
ing us any additional information 
along these lines that you feel will 
help us to clarify the stiuation in 
our own minds.” 


discounts on retail installed prices are from 


This, however, you will find is a matter 
of company policy and will be determined 
entirely by the type, size and volume of 
business which any manufacturer will do. 


Gives 50 Percent Trade Discount with 
3 Percent for Cash 

Manufacturer B_ gives the following 
figures : 

(1) Distributors’ discounts, 40 per cent. 
Some go as high as 45 per cent for quanti- 
ties, stepped up. This company gives 50 
per cent trade discount, and 3 per cent for 
cash. 

(2) Dealer discounts are from 20 per 
cent to 30 per cent, but the average is 
increasing so that it is getting around 30 
per cent. This company gives 35 per cent, 
but this is an exception. 

(3) Commisions to salesmen are based 
entirely on compensation plans. If there 
is a drawing account of say $20.00 a week, 
the salesman will get about 3 per cent. 
If straight commission, salesmen will get 
12% per cent to 15 per cent. It all depends 
on the compensation plan. 

(4) We have found the central stations 
receptive to working through distributors. 

(5) This company sells to distributors 
sight draft, unless they are electrical job- 
bers with established credit, in which case 
we sell on 30-day open account. 


Discounts on Retail Installed Prices Are 
40 to 53 Percent 

Manufacturer E gave the following 
information : 

(1) Some of the leading manufacturers 
use a factory list price as the basis for 
computing discounts, and other manufac- 
turers use the retail installed price as a 
basis of. “computing discounts. The dis- 
counts. to’ distributors om factory list prices 
are from. 40 per cent to 45 percent. The 


40 per cent to 53 per cent. 

(2). The discount to dealers is generally 
a matter of arrangement between the dis- 
tributor. and the dealers. The discounts, 


when based upon factory list price, are 
from 35 per cent to 30 per cent, and when 
based upon the retail installed price, are 
from 25 per cent to 35 per cent. There 


get away from the plan of selling to large 
distributors, who, in turn, sell wholesale to 
dealers, and adopt a plan of direct dealers 
Where this plan is developing, the discount 
is approximately midway between the dis- 
count formerly allowed to distributors and 
the discount allowed by the distributors to 
their dealers. 

(3) The commission paid to household 
salesmen is generally 10 per cent on the 
installed price, or 12 per cent on the fac- 
tory list price. 

(4) There are a few examples of cen- 
tral stations refusing to buy electric refrig- 
eration from a distributor but, at the pres- 
ent time, there seems to be more arrange- 
ments where the central stations work 
under a distributor than wehre the central 
stations work directly with the manufac- 
turer. 

(5) <A plan of shipping sight draft 
against bill of lading generally prevails in 
the industry, although there are a number 
of cases where manufacturers are selling 
on open terms. Most of the leading manu- 
facturers are providing what is known as 
a wholesale floor plan. In our own case, 
we have found it more advantageous to cut 
down the size of the territory amd make 
direct dealers, rather than do business 
through large distributors. 

“Our discounts are comptvied against 
retail installed prices, our discounts ap- 
proximating 42 per cent on self-contained 
models, 45 per cent on remote systems for 
other makes of refrigerators and approxi- 
mately 37 per cent on our lower priced 
box, which we list as a leader.” 


Gives Distributors 50 Per Cent, Dealers 
40 Per Cent, and Salesmen 
15 Per Cent 

Manufacturer E replies with the follow- 
ing data: 

“(1) Distributors—50 per cent. 

“(2) Dealers—40 per cent. 

“(3) Salesmen—15 per cent. 

“(4) Central stations do not apparently 
like to buy from distributors but would 
much prefer buying direct from the manu- 
facturers. In fact, in this western coun- 
try we do not know of any central sta- 
tions buying from distributors. 

“(5) No. All shipments are made sight 
draft, attached to bill of lading.” 


Forty Per Cent to Distributors; No 
Direct Connection with Dealers 

Manufacturer G writes us as follow:: 

“(1) It is customary for us to give 4 
discount of 40 per cent to distributors, and 
this practice is strictly adhered to. 

“(2) <A discount of 25 per cent is usual- 
ly allowed to dealers operating under dis- 
tributors, but we make no direct connec- 
tions with dealers—we confine our efforts 
entirely through distributors, who ar¢ 
assigned some particular territory in which 
they handle the sales direct, in their own 
city, and appoint associate dealers who 
operate under their direction through the 
balance of their territory. } 

“(3) A commission of 10 per cent 15 
usually paid to salesmen who actually do 
the house-to-house soliciting. 

“(4) We know of several instances 
where central stations have purchased clec- 
tric refrigeration through a distributor. 
We don’t think there is any objection to 
this practice—it depends upon the attitude 
of each particular central station, although 
in many insfances direct connections are 
made. 

“(5) We do not know of any electric 
refrigerator manufacturer who is selling 
distributors on open account. It is cus- 
tomary in the industry to sell on sight 
draft attached to bill of lading and we 
follow this practice. 

“We quite agree with you that it would 
be to the interest of the present established 
manufacturers if new entrants in the field 
are encouraged to adopt trade practices 
which are in line with those who are 
already established, and we are pleased t? 

of some assistance to you in giving you 
such. information which we hope will 
helpful.” .--  .- os . 
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seems to be a tendency in the industry to. 
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ELECTRIC REFRIGERATION 


NEWS, FEBRUARY 29, 1928 


REFRIGERATION LAWS. 
IN CANADA AND 
FLORIDA COMPARED 


Strongest Support of Refrigeration 
in Extreme North and South 


(From Manufacturers Record) 


From evidence arising from various 
sources, indication is strong that the neces- 
sity for adequate refrigerating facilities as 
stimulation for Southern agriculture in all 
its branches his become recognized, and 
development of refrigerating plants already 
is well under way. Over a year ago, the 
Manufacturers Record published a series 
of articles on refrigeration for the South, 
and that emphasis on the necessity seems 
to be bearing fruit. 

And it is interesting to note that the 
strongest advocacy of refrigeration comes 
from two extreme sections—the Dominion 
of Canada in the North and the State of 
Florida in the South. Moreover, their 
respective plans for practical encourage- 
ment for that industry run on almost 
parallel lines, which may be outlined in 
informative fashion. 

As the foundation for both schemes is 
government participation—in Canada, in 
the nature of government subsidy; in 
Florida, of government co-operation. In 
both cases, government supervision is 
made a feature of the law. But, in Can- 
ada it is a private industry; in Florida, it 
is made a public, county industry. 

Approved, May 19, 1925, the Florida 
law may be summarized thus: 

1. The County Commissioners in any 
county, on deciding that a cold storage 
plant is needed, shall estimate the cost and 
the returns therefrom and submit the fig- 
ures to the Commissioners of State Insti- 
tutions for approval. 

2. On such approval, the State shall pro- 
vide 50 per cent of the cost and the county 
shall raise 50 per cent by bond issue. 

3. On repayment by the county to the 
State of the State’s 50 per cent contribu- 
tion, the plant shall become the property of 
the county. 

4. The State Marketing Bureau shall 
co-operate with patrons of a county plant 
and it shall be the duty of the bureau to 
assist in marketing the products, to the 
best advantage, and also to provide facili- 
ties therefor. 

The Cold Storage law of Canada, 
enacted in 1907 and amended in 1909, pro- 
vides, in effect, as follows: 

1. The Government may enter into con- 
tracts with any persons for the construc- 
tion and maintenance of public cold stor- 
age warehouses, the location, specifications 
and so on to be approved by the Govern- 
ment. 

2. The Government shall provide up to 
30 per cent of the cost, payable 15 per cent 
at the outset, 7 per cent at the end of the 
first year, 4 per cent at the end of the sec- 
ond year, and 2 per cent at the eid of the 
two following years. 

The Florida law is applicable to “the 
storing of animal and vegetable- predycts 
of the State,” and the Canadian law 
embraces “any food product.” 

Somewhat more in detail, the Florida 
law provides that after the opening of 
such a public refrigerating plant—‘open to 
the public on payment of storage charges 
and compliance with reasonable rules and 
regulations”—all moneys realized from 
operation shall be devoted to operating 


charges and “the establishment of a sink-| 


ing fund for the repayment to the State 
of Florida” of the 50 per cent advanced 
by the Commonwealth. Only reasonable 
fees for storage shall be charged and until 
the State is fully reimbursed these charges 
shall be regulated by the Commissioners 
of State Institutions. 

“All laws and provisions of law regu- 
lating and governing the conduct of ware- 
houses and the issuance and negotiation of 
warchouse receipts under the laws of 
Florida shall apply to and govern” all cold 
storage plants established under this act, 
except that in no case shall any section 
sounding in tort be maintained against any 
Ccunty or this State.” All employees shall 
be named by the County Commissioners, 
subject to removal by the Commissioners 
of State Institutions on proof of incom- 
petency or neglect of duty. 

Under the Canadian law, “the rates and 
tolls to be charged for storage in such 
Warcliouses shall be subject to the approval 
of the Governor in Council,” who also 
makes regulations for “the efficient enforce- 
ment and operation of this Act.” — 

For some reason, an impression seems 
to prevail in some quarters that the Florida 
law provides State Government subsidy. 
n the contrary, writes Nathan Mayo, 
Commissioner of Agriculture for Florida, 
It is not a subsidy; neither does it allow 
Private parties to be shareholders in the 
corporation.” 

No plant, adds Mr. Mayo, has yet been 
established in Florida under the provisions 
of the law. 

On the other hand, Irving N. Linnell, 
‘American Consul General at Ottawa, Can- 
ada, writes to the Manufacturers Record: 

I haye asked the appropriate officers of 
the- ‘Canadian Department. of Agriculture 
Whether there have been any Government 
reports dealing with the operation of this 
Act, but am informed that no such reports 

ve been made. 

1 know, however, that the Act lias been 


Put into effect in a number of cases, and 


=== “EPR Keay Tl} 
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English Cafe Presents Attractive Foods 
In Servel-Equipped Oreole Display Case 


SEASONABLE SPECIALS 


retina, 


Eight Foot illuminated Oreole Case in Imperial Cafe, Harrogate, Eng. 


NEW INSTALLATIONS 
HERE AND THERE RE- 
PORTED TO THE NEWS 


W. Rhea, Frigidaire dealer in Piedmont, 
Mo., has sold a combination ice cream cab- 
inet and soda fountain to Al’s Confec- 
tionery in Greenville, Mo. Mr. Rhea also 
reports the sale of a large size household 
unit to J. W. Haley. 

The Woodmere Apartments 1409 West 
Woodlawn Ave., San Antonio, Texas, have 
recently been equipped with Frigidaires. 

Almond &. Morrison, proprietors of the 
City Market, Chilowee, Mo., have installed 
a Frigidaire unit in their meat cooler. 

Batty Corbett, butcher in Hardin, Il. 
has recently equipped his market with elec- 
tric refrigeration. 

The B. & C. Electric Shop, Anadarko, 
Okla., has sold two domestic units to Drs. 
R. W. Williams and W. W. Kerley. 

A. T. Southard, Peekskill, N. Y., Kel- 
vinator representative, reports the installa- 
tion of three Kelvinators in the Hendrick 
Hudson Union School. Two of the units 
will be used in the kitchen of the cafeteria 
where lunch will be provided for 100 chil- 
dren and the other one will be in the pan- 
try of the Domestic Science Room. Mr. 
Southard has equipped a number of other 
public. instiftitions in and near Peekskill 
with Kelvinator units. 


New Frigidaire Line Displayed in 
Albany Hotel 

The recently announced models of Frigid- 
aire cabinets, with porcelain interior and 
exterior, trimmed in gray, were displayed 
at the DeWitt Clinton Hotel in Albany, 
N. Y., by the Albany sales branch of the 
Frigidaire Corp., during the last week in 
January. The new Frigidaire water-cool- 
ers, selling at a lower price, were also 
included in the display. W. H. Wharton 
is manager of the branch at Albany. 


that the plants built with the assistance of 
the subsidy are efficient and modern cold 
storage warehouses. The one operated at 
Prince Rupert, British Columbia, by the 
Canadian Fish and Cold Storage Company, 
Ltd., plays a large part in the freezing, 
storage and shipment of the halibut catch 
of the Pacific Northwest.” 

It would be interesting to know why the 
Florida law apparently has failed to 
encourage cold storage in the State, and 
State government co-operation in market- 
ing. 


FRIGIDAIRE SERVES ON 
“BOWDOIN” EXPLORATION SHIP 


A Frigidaire unit is in use on board the 
exploration ship “Bowdoin,” which is 
frozen into the ice at Nain, Labrador, 
approximately 700 miles from the Arctic 
circle. Clifford Himoe, chief wireless 
operator of the Bowdoin, has written to 
his mother: “The Bowdoin is a regular 
yacht. We have everything—Frigidaire 
electric refrigerator, electric anchor 
winches, -radio telegraph, radio telephone 
and broadcasting receivers.” 


Washington, Pa., Dealer Holds 
. Open House 


The Electric Refrigerator Sales Co., 209 
South Main St., Washington, Pa., held 
open house on January 28th, at which time 
a complete line of General Electric refrig- 
erators was displayed. The company is 
owned by L. R. Dinsmore and H. E. 
Frederick. Mr. Frederick has for the past 
four or five years been in charge of the 
meter laboratory of the West Penn Power 
Co. in Pittsburgh. In addition to the office 
in Washington another store will be main- 
tained in Bridgeville, Pa. 


Appointed Local Manager of Okla- 
homa Utility 


Glenn C. Kiley, formerly service man- 
ager of the Oklahoma Gas & Electric 
Co., Oklahoma City, has been appointed 
local manager of the company in that 
city. Mr. Kiley started with the Okla- 
homa Gas & Electric Co. as a travelling 
auditor, and three years ago was appointed 
service manager, the position which he 
occupied until his recent assignment to the 
local managership. 


Attended Kelvinator School at 
Oklahoma City 


Bob Kempin, of the Stephens County 
Kelvinator Co., Duncan, Okla., attended 
the Kelvinator commercial school in Okla- 
homa City during the week of January 22. 


Bill Hurd, of the Hurd Motor Co., 
Woodward, Okla., and John F. Leonard, 
of the same company, also attended the 
school. ' 


Appointed Dealer for Copeland 
and Icyball 
Glenn W. Rubendall, Crosley radio 


dealer, Marlow, Okla., has been appointed 
dealer for Icyball refrigerators and Cope- 


land electric refrigerators. ~ . 


DEHYDRATED TUBING 


Many of the best known Makers 
of and Distributors of Electric 
Refrigerators use Wolverine 
Dehydrated Seamless Copper 
Tubing exclusively for their 


installation work. 


Write for interesting folder and 
prices on this economical tube. You 
can have quick shipment. 


“Refrigeration Division”’ 


WOLVERINE TUBE COMPANY 


1431 CENTRAL AVENUE «= DETROIT, MICHIGAN 


Sales Offices: 


Atlanta, Ga., 411 Georgia Savings Bank Bldg.; Chicago, Ill., 129 S. Jefferson St.; 

Cleveland, Ohio, 602 Hunkin-Conkey Bldg.; Dayton, Ohio, 908 Da i 

Bank Bldg ; Denver, Colo., 1715 California St.; Los Angeles, 
Rochester, N. Y., 206 Central Trust Bldg. 


WOLVERINE TUBE 


SEAMLESS COPPER 


yton Savings 
Cal., 224 E 12thSt.; 


€& BRASS TUBING 


Standard Sizes of Copper Tubing Carried in Stock 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 29, 1928 


A New Way to Solve the Dealer’s 
Installation and Service Problem 


T is generally agreed that the well 
have been perfected to the point 


good service under all reasonable conditions. 


known makes of electric refrigerators 
where they may be expected to give 
When properly installed by 


a competent man the modern machine will operate satisfactorily with little 


or no attention over long periods of time. 


The occasional service calls 


usually require only a simple adjustment which is easy enough for the man 


who knows how. 


But for every small dealer, and even the larger store which handles 


electric refrigeration along with other lines 
of merchandise, the problem of having con- 
stantly available a man who “knows how” 
is not so easy. When the dealer’s volume 
of business is sufficient to justify the full 
time of one or more service men, the mat- 
ter of training is not difficult. The estab- 
lished manufacturers have training schools 
for installation and service men more or 
less continuously available, and provision is 
usually made for training courses in the 
principal distributing centers at regular 
intervals. 

It still remains, however, that there are 
many possibilties for sales outlets which 
are attractive to the manufacturer, but 
where the volume of business cannot be 
expected to reach a point where it will 
stand the expense of maintaining a satis- 
factory installation and service organiza- 
tion. The logical answer to this problem, 
particularly in the larger cities, seems to 
be in the establishment of independent serv- 
ice organizations, whose facilities may be 
used by a number of distributors or deal- 
ers. The plan has been found to work sat- 
isfactorily in the oil burner field, and the 
principle has been applied with good results 
in meeting similar problems in a wide 
variety of industries. 


New York Company Offers Service for 
All Makes 

The organization of such a service in 
New York City has just been reported to 
ELectric REFRIGERATION News. The new 
company, known as the Refrigerating Dis- 
tributors Installation Service Co., is located 
at 159 East 60th St., New York City, and 
has for its service motto: “24 hours—365 
days.” The letterhead of the company is 
interesting in that it indicates an unpreju- 
diced attitude toward the various refriger- 
ants, sulphur dioxide, ethyl chloride, free- 
zol, butaine and propane being listed. 
Along the left hand margin of the letter 
the following makes of machines are listed 
to indicate ability, or at least willingness, 
to service any or all: Absopure, Cham- 
pion, Coldak, Copeland, Electrice, Frigid- 
aire, Isko, Iroquois, Kelvinator, Lamson, 
Nizer, Savage Arms, Servel, Superior, 
Wayne, and Welsbach. 


Explaining the service of the new organ- 
ization, the. company writes ELectric 
REFRIGERATION News as follows: 

“This company was formed for the pur- 
pose of rendering a_ service which has 
evolved itself through unforeseen advance- 
ment of iceless refrigeration. The manu- 
facturers, distributors and dealers have 
been squarely up against many plans for 
relief, but here is offered a company that 
has based its activities on the principles un- 
derlying the ethics of good business, whose 
affairs are looked after and directed by 
experienced men thoroughly familiar with 
the many problems confronting the iceless 
refrigeration of today, and fully qualified 
to render, both group and individual, the 
highest degree of unbiased service. 

“In making good installations, that 
require the minimum of service, as you 
know that many of the present manufac- 
turers, their distributors and dealers have 
had a financial loss through the installation 
and service department, that the year serv- 
ice has cost more than original cost of 
installation. 

“The public utilities have been unable to 
insure continuity of use of equipment when 
manufacturers and distributors for eco- 
nomical failed to continue service, and 
they will give support when stand- 
ard installation and service is rendered, 
which we have limited at the present time 
to Greater New York and close outlying 
territory. 

“We feel that the outline given will also 
be of interest to other cities through the 
country in forming a company along these 
lines, and also to reach firms and individ- 
uals we have been unable to reach in this 
territory.” 

The Refrigerating Distributors’ Installa- 
tion Service Company was formed in Jan- 
nuary, being a consolidation of the T. W. 
H. Engineering Company and the Electric 
Utility Company, both of New York City. 
Charles E. Warsop, George Krug, William 
Star and Murray Alstadt, all of whom have 
had many years experience in electric 
refrigeration, are members of this com- 


pany. 


Department Store Customers Provide 
. Salesmen With Fine Prospect List 


Kelvinator Department in Lincoln, Neb., Store Does $60,000 
Business in 60 Days 


By Charles P. Rodman 


Rudge & Guenzel, the largest depart- 
ment store in Lincoln, Neb., have taken 
on Kelvinator. C. M. Harris is manager 
of the refrigeration sales and now has a 
corps of six men on the job in thaggcity. 
Mr. Harris made $10,000 sales for Kel- 
vinator in sixty days and is now making 
arrangements to double that figure. He 
recently closed a deal for 38 machines in 
one apartment house. 


Rudge & Guenzel have been in business 
in Lincoln for forty-one years and now 
have 7,500 regular accounts with the citi- 
zens of Lincoln: That entire list is open 
to Mr. Harris and is going to great aid 
him in increasing sales this season. Each 
and every one of the people there repre- 
sented are prospects. Salesmen will call 
on all, but never will a call be made until 
the consent of the housewife is first obtain- 
ed. “In that way my men are going to see 
a friend instead of some one antagonistic 
to us,” said Mr. Harris. 


_Rudge & Guenzel personally finance their 
refrigeration accounts. All sales where the 
purchasers so desire are carried for fifteen 
months. For the first three months there 
is no carrying charge, but should it be 
necessary to carry a purchaser longer, 
seven per cent is added on all unpaid bal- 
ances after three months. Mr. Harris not 
only uses salesmen in his wor,k but tele- 
phones regularly after it has been demon- 
strated that the prospect really desires a 
refrigerator. In addition to this the house 
sends out advertising to the prospect and 
educational copy is carried regularly in the 
papers of the city. The company also has 
a local broadcasting station which is used 
once a day for a three-minute talk on mer- 
chandise and Kelvinator is frequently men- 
tioned in that. 


“I find,” said Mr. Harris, “the people 
are much better informed in regard to 
electric refrigeration than you would be- 
lieve. It is not so much a question of 
education as it is of overcoming illegiti- 
mate competition. It would certainly aid 


in the selling of all electric refrigeration 
if the heads of the large factories could 
only agree on a legitimate selling plan and 
then see that all salesmen and agencies 
followed out the plan. The more concerns 
that enter the field only serve to make 
selling easier as it is talked more and the 


people think it better than they at first 
thought.” 

“Another thing that I believe is over 
estimated in the selling plan,” said Mr. 
Harris, “is placing too much dependence 
on the satisfied customer. Many seem to 
think the satisfied customer is the best 
advertisement possible—perhaps, if used, 
but the problem is to derive the full bene- 
fit from this potential advertisement. The 
satisfied customer does not publish the fact. 
As long as she is satisfied she says noth- 
ing about having any kind of an electric 
refrigerator. 

Mr. Harris has authority from his firm 
to guarantee the perfect working of Kel- 
vinator for one year, and should a pur- 
chaser become dissatisfied during that time 
the machine will be taken out and the 
money paid refunded. “That is a strong 
talking point in making a sale and often 
is the one thing that clinches the deal. 
Yet the house has never been called upon 
to take back a machine.” 


Domestic Light Co., Miami, Gets 
Larger Frigidaire Territory 


The Domestic Light Co., 134 N. W. Third 
Ave., Miami, Fla., has recently been ap- 
pointed Frigidaire distributor for south- 
eastern Florida and the Bahama Islands. 
Cities to be in the territory of the company 
will include Key West, Homestead, Hol- 
lywood, Fort Lauderdale, Palm Beach, 
West Palm Beach and a number of smaller 
ones. 


The Domestic Light Co. was appointed 
Miami representative of the Delco Light 
Co. seven years ago. When the Delco 
Light Co. began the manufacture of Frig- 
idaire units, the firm became the local rep- 
resentative for that product. In 1925 this 
company established a larger sales record 
of any Frigidaire dealer in the country. 


George Batten Co. to Direct Elec- 
trolux Advertising 


Servel Sales, Inc., New York, has ap- 
pointed George Baton Co., Inc., to direct 
the advertising for Electro-lux, absorption 
type refrigerator. 


HOUSEHOLD APPLIANCES 
CONTRIBUTE TO EARNINGS 
OF UTILITY COMPANIES 


“Reports from three sources during the 
week give constructive side lights on the 
many aspects of the electrical industry,” 
says the Boston Transcript. “One of these 
is a measure of how the increased use of 
electrical devices in the home contributes 
to the growth of public utility earnings. 
Another is a measure of general productive 
activity of industry in the United States 
during 1927, based upon consumption of 
electrical energy. The third is a survey 
of the quantity of electric power trans- 
mitted from one state to another. 


Supporting Public Utilities 

Regarding the first, a dispatch of the 
Associated Press from New York states 
that earnings of public utilities now 
approximate $60,000,000 a month, and the 
growth to this level is attributed in great 
measure to use of electricity in the Ameri- 
can homes. 

Central stations estimate that income 
from the various devices ranges from $2 
a year for the vacuum cleaner and wash- 
ing machine to $2 a year for the electric 
range. The electric refrigerator, using 
$40 worth of electric current yearly, ranks 
second to the range. Further revenue is 
sbtained from radiant heaters, worth $9 
yearly to the current producer, all electric 
radio sets, which require $10.95 worth of 
current, and ironing machines, operated at 
an expense of $12. Toasters use $3.75 
worth of current, electric fans have a 
$4.40 upkeep, and electric irons cost $5 
yearly. 

It is estimated that 5,900,000 homes are 
equipped with vacuum cleaners, 12,800,- 
000 with irons, 4,250,000 with washing 
machines, 280,000 with ironing machines, 
390,000 with refrigerators, and 480,000 with 
ranges. Although there are only about 
30,000,000 homes in America, so many 
homes may find use for more than one 
electrical appliance that the field is multi- 
plied. In effect, therefore, salesmen have 
a field of 60,000,000 homes in which to sell 
some sort of electrical machine. 


Industrial Activity Gains 

Industry in the United States was about 

2 per cent more active in 1927 than in 
1926, based on consumption of electrical 
energy, acording to the Electrical World. 
With industry more than 78 per cent elec- 
trified, consumption of electricity is an im- 
portant barometer of business conditions. 
The basic figures indicate that activity 
occurred last year in ferrous and non- 
ferrous metal working plants, automobiles, 
chemicals and allied products, shipbuilding, 
and stone, clay and glass. 
The closing month of 1927 found gen- 
eral industry operating at a rate of about 
8 per cent above that for December, 1926. 
The gain largely reflects increased activity 
in the automobile industry. The rolling 
mills and steel plants also increased their 
rate of activity during December as com- 
pared with the corresponding month a year 
ago.’ The rate of general operations dur- 
ing December was 4.5 per cent under 
November, which shows smaller seasonal 
decline than was witnessed during Decem- 
ber, 1926. 

Interstate Power Transmission 
After a nation-wide survey, a report of 
which has just been issued, the Bureau of 
Business Research of Harvard University 
has uncovered the fact that more than nine 
per cent of all energy generated by elec- 
tricity crosses State lines. A study to 
secure complete and unbiased information 
on interstate power was undertaken as a 
part of the Harvard Business School’s gen- 
eral research program for the purpose of 
providing information for use in teaching, 
but findings are published for what infor- 
mation they may provide the economic pub- 
lic. 

This publication is entitled “Interstate 
Transmission of Electric Light and Power 
Companies in 1926.” It was found by a 
study of figures and facts from the electric 
light and power companies engaged in 
interstate transmission of electricity that 
the total of such power sent across State 
lines aggregated 6,171,530,837 kw. hr. in 
1926. This is approximately 9.06 per cent 
of the total of power, or 68,145,217,000 kw. 
hr., generated in the United States. 

Of all interstate power, 26.28 per cent 
involved no change of ownership. In 1926, 
152, or 33.6 per cent, were placed in oper- 
ation during 1924, 1925 and 1926. 


King City, Mo., Radio Dealer Adds 
Frigidaire 


Thonias F. Abbott, of the Abbott Radio 
Shop, King City, Mo., has taken ‘the deal- 
ership for Frigidaire. Mr. Abbott states 
that the addition of electric refrigeration 
to his present line will take the slump out 
of his business that was formerly expected 
during the summer months. 


Sterling Aluminum Co. Buys Sen- 
tinel Ice Machine Co. 


Sterling Aluminum Co., Erie, Pa., manu- 
facturers of aluminum kitchen utensils, has 
purchased all of the patterns and dies, 
working process, machinery and other 


William Dudley Appointed Frigid- 
aire Supervisor in Missouri 


William Dudley, for the past ten months 
Frigidaire agent for Randolph County, 
Mo., has been appointed sales supervisor 
for northeastern Missouri, effective Feb- 
ruary 1. _ 


Copelands Shown at Evansville 
Food Show 


Anderson & Veatch, Copeland dealers jn 
Evansville, Ind., displayed several models 
of Copeland units at the Food Show held 
in that city during the week commencing 
January 29. 


a, 


users. 


A -[ACTE 


Domestic 
Refrigeration 
Controls 


Listed as Standard 
by Underwriters’ 


Laboratories, Inc. 


O one has any doubt of the value of customer satisfaction 

but sometimes the means to achieve it are overlooked. A 
domestic electric refrigerator properly controlled means satisfac- 
tion—improperly controlled it is a nuisance. 
Investigate the Con-Tac-Tor No. 97 Surfaceswitch. Examine 
its simplicity—nothing to get out of order. See how easily it can 
be built into any box. Try it out—note the constant temperature 
it maintains. Contact trouble is eliminated through the use of the 
Con-Tac-Tor (mercury switch). Such features mean satisfied 


The Surfaceswitch is now available at new low prices. May we 
send you one for trial? Also ask for a copy of Bulletin No. 120 


ABSOLUTE<2Q-[ A(-TO>> CORPORATION 


ELKHART,INDIANA 


No. 97 Surfaceswitch 
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Wirfs Gasket 


assures 


Electrical 
Refrigeration 
Efficiency 


An electrical unit can only be as efficient as the box in which 
it is installed. Poor door contacts on wood or metal boxes 
mean that any unit will have to operate a greater number of 
hours to maintain an efficient refrigeration temperature. This 
means added operating cost. 


., Wir 


AIRTIT 


S PATE NTED 


E’ Gasket 


Keeps the cold air in and the warm air out and maintains 
the proper zone of refrigeration with fewer operating hours. 
Wide awake dealers have found that it usually clinches the 
sale. Most manufacturers supply boxes equipped with Wirfs; 
write us for their names and a sample. 


E. J. WIRFS ORGANIZATION, Inc., 135 S. 17th St., St. Louis, Mo. 


© FITTING 


PIPE and TUBE 


SE 


Made From Brass Rod, 
Castings or Forgings 


For many years we have specialized in 
the manufacture of brass fittings, in 
small sizes, for connecting brass and 
copper tubing. 

In addition to fittings made from brass 
rod and castings, we are now produci 
similar made from BRAS 
FORGINGS to meet the requirements 
of Iceless Refrigerator Manufacturers 
for fittings of a superior type. These 
fittings will not leak gas, air or liquids 
ander mechanical pressure. They have 
the compact grain structure, high ten- 
sile strength and smooth, flawless sur- 
faces found only in forgings. Our forged 
fittings are accurately machined, care- 
fully inspected and equal to the most 
exacting requirements. 


Send a sample or blue-print for quotations on 
parts of @ special fay & ye No. R-30, 
howing our complete e Attings 
' will be mailed on request. 


COMMONWEALTH BRASS CORPORATION 


DETROIT 


assets of the Sentinel Ice Machine Co. 
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BAFFLES IN LIGONIER 


’ Ligonier, Ind., namely, their full vision 
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CASE INDUCE POSITIVE 
CIRCULATION OF AIR 


Three types of display counters are 
offered by the Ligonier Refrigerator Co., 


refrigerator counters, service refrigerator 
counters and freezer counters. The full 
vision refrigerator counter is designed for 
electric refrigeration only. Coil spaces are 
provided at each end of the case, although 
the coils are not included. 

The front has three thicknesses of plate 
glass, with two dead air spaces sealed tight 
by a special process. The interior finish is 
white enamel. Vertical baffles bring about 
a circulation of cold air. This counter is 
equipped with a built-in, indirect electric 
lighting system completely iluminating the 
counter. No wire reflectors or lamps are 
exposed, however. 

Eight, ten and twelve foot lengths of 
this case are carried in stock and longer 
lengths can be furnished on special order. 
Cases longer than 10 feet are built with 
dividing strip in the center. 


For Either Ice or Electric Refrigerator 

The Ligonier service refrigerator coun- 
ter is designed for use with either ice or 
machine refrigeration. This case, while 
differing slightly in construction and de- 
sign from the full vision counter just 
described is of the same quality. 

The Ligonier freezer counter may be 
operated with ice or machine refrigeration. 
It is designed to maintain a temperature 
of from 34 to 38 degrees, but a freezing 
temperature may be obtained if desired. 
The cabinet work is of white oak. The 
front has three thicknesses of plate glass. 

Each of the above mentioned cases is 
heavily insulated. Doors are of the over- 
lap type, fitted with rubber gaskets. Heavy 
brass nickel-plated hardware is used in 
each case. 


Grocer Display Cases Also Offered 

In addition to the meat display cases, 
Ligonier manufactures a complete line o 
grocer display cases, all of which are 
designed for use with electric refrigeration. 
A wide variety of designs are available for 
use with electric refrigeration. A wide 
variety of designs are available for hotels, 
restaurants and public institutions. In each 
case the manufacturer has worked out com- 
plete data as tointerior and exterior dimen- 
sions, cubical contents, dimensions of 
bunker interiors, and clear openings in 
bunker doors, making it comparatively 
easy for the salesman to figiire the type 
of electric refrigeration unit necessary to 
provide proper refrigeration. 


SUPER-COLD CASE 
IS ATTRACTIVE WITH 
COLORED TILE TRIMMING 


The California Butchers’ Supply Co., 
927-35 South Los Angeles St., Los An- 
geles, Calif., is featuring their “Super- 
Cold” display case, designed for use in 
meat markets, grocery stores, delicatessens, 
bakeries, restaurants and hotels. This case 
departs from the usual type of construction 
in that glazed tile in attractive colors is 
used as trimming, in place of the usual 
golden oak, nickel or marble. 

From the front of the case an unob- 
structed view of the meat display is ob- 
tained through two large panels of plate 
glass, which run from the top of the cabi- 
net to within approximately 10 inches of 
the floor. They are bordered by tile of a 
bright shade of blue, providing a pleasing 
contrast to the red and white of the meat 
contained within the case. 

Display of meat is provided by two 
Shelves, and the base of the case.- This 
makes three different levels, and it is 
claimed by the manufacturer that as much 
food may be shown in a 10-foot Super- 
Cold case as in three 10-foot ordinary 
cases. The manufacturer also claims that 
in this fixture a new principle in distribu- 
tion of refrigeration without circulation 
has been worked out, which raises the coil 
temperature and at the same time reduces 
Shrinkage and discoloration of food prod- 
ucts. 

Access to the meat shown in the case is 
gained through hinged doors at the rear 
side. A depression built into the center of 
the case provides a stand for either scales 
or cash register. 


SINGLE STYLE OF 
CASE STANDARDIZED | 
ON BY ANDERSON 


Standardizing on a single type of refrig- 
crated display counter, the Anderson Show 
Case Manufacturing Co., 321 N. E. Fil- 
more St., Minneapolis, Minn., has avail- 
able one model, known as the Anderson. 

In the design of this counter particular 
attention has been paid to the problem of 

aining proper circulation of air around 

¢ cooling unit and the meat displayed. 
ee ice or electric refrigeration may be 


Gloekler Features Case With Single 
Pane of Extra Heavy Plate Glass 


eS ee 


f Gloekler Display Case, Model 1127 with Single Glass 


Differing from the display cases offered 
by the majority of manufacturers, those 
of the Bernard Gloekler Co., 1627-33 Penn 
Ave., Pittsburgh, Pa., are equipped with 
only a single pane. According to the man- 
ufacturers, tests have been run on cases 
using triple glass, double glass and single 
glass. Cases full of meat have been 
checked with recording thermometers to 
show what saving, if any, is possible in 
the case of three thicknesses of glass in 
comparison with two thicknesses of glass 
and those built with a single glass. 


Color and shape tests of the meat on 


Gloekler Case, Model 


display have been made to determine the 
difference in display value of cases built 
with the different number of panes. The 
result has been the standardization on a 
case with a single thickness of extra heavy 
plate glass approximately % inch thick. 

The cases are designed for use with 
either ice or electric refrigeration, the only 
alterations being necessary in changing 
from ice to an electric unit being the re- 
placement of ice tanks with the cooling 
coils. 

The refrigeration display case, style 1127, 
shown here is constructed with all exposed 


5227 with Double Glass 


parts of metal and plate glass except the 
cutting board and sash frames in the rear. 
The white panels are white porcelain 
enamel fused on Armco iron. Pure sheet 
cork is used as insulation. The case is 
lined throughout with rust-resisting metal. 
Sliding sashes in the rear permit access 
to the meat. The height is 48 inches, 
depth 39 inches. Stock lengths are 6, 8, 
10, 12 and 14 feet. 

For those who prefer a case with double 
glass, the display case, style 5227, is avail- 
able. The particular feature of this case 
is the mounting of the front glass in a 
wood frame, which is quickly detachable 
for cleaning between the glasses. Double 
plate glass is used in front, ends and top. 
Entrance to the case from the rear is made 
through sliding sashes. 


S. A. Long Represented Frigidaire 
Field Men at Regional Meetings 


S. A. Long, of Wichita, Kan., was 
chosen by Frigidaire Corp., to represent 
the field organization at the series of 
regional conventions which have been con- 
ducted in various parts of the country 
recently. Mr. Long was chosen from a 


list of more than sixty district managers 
in the United States. 
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ROME, 


N. Y. 


RoME CONDENSERS 


are formed in any shape of one 

piece of seamless copper tubing, 
tted with heavy gauge copper 
fin. Rome condensers 

ve times as efficient 

as plain tubes 


Rome-Turney Radiator 
Company 


Builders of Distinctive Refrigerator 
Hardware for 


Electric Refrigeration 


WINTERS & (CRAMPTON }FG. CO. 


GRAND RAPIDS, MICH. 


Patented 
TRIPLOCK 


iced 


tails of the construction of the case, a 
single strip of %-inch plate glass 20 inches 
wide is used on the front and sides of the 
counter. Eight-inch white vitrolite panel 
is used in both the upper and lower sections 
of the case. This is bordered with solid 
oak strips 8% inches wide. 

Two rows of white enamel meat trays 
running parallel with the length of the 
cooler are furnished. Two-inch corkboard 
is used as insulation on the sides, and with 
3 inches of the same material in the bottom 
of the case. Two thicknesses of glossed 
insulating paper are placed between the. 
cork and the woodwork to further elimi- 
nate the possibility of moisture being car- 
ried from the wood to the insulation. Doors 
are fitted with rubber gaskets. 

The dimensions of the case are as fol- 
lows: Height of base from floor, 16 
inches; height of cooler from floor to 
extreme top, 50% inches; height from floor 
to top of wrapping lid, 34% inches; width 
of cooler, 4314 inches, 


NOMINAL OPERATION 
COST POPULARIZES 
CANDY DISPLAY CASES 


The Crystal Refrigerator Co., Fremont, 
Nebr., has been manufacturing refrigerated 
candy display cases for the past sixteen 
years. These cases may be cooled by either 
ice or electric refrigeration. Stores selling 
candy that are already equipped with elec- 
tric refrigeration may connect the candy 
display cases on to the unit already in use. 


Crystal electrically-refrigerated candy 
display case 


Crystal refrigerated candy cases are 
made in four upright styles and five coun- 
ter styles. The frames are made from 
clear yellow poplar. The doors are steel. 
The front and two sides are made with 
double walls of glass. The balance of the 
case is insulated with Insulite. The 
expense of operation of such a case is said 
to be nominal, inasmuch as a temperature 
of 60 degrees is sufficient to keep the choc- 


Referring more particularly to the de- 


olates in perfect condition. 
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market. 


osition to you. 
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These Cabinets 
by Jewett - - - 


—offer you quality factors 
that will help you close 
more sales. + +--+: ° 


At a glance your customers 
will see the big difference. 
And as you begin to make 
comparisons, detail by detail, 
they will quickly realize that 

our refrigerating unit 
eet in a Jewett cabinet 


lar for dollar value on the 
Get all the facts 
before you form an opinion. 
Discover for yourself why 
these new cabinets by Jewett 
demonstrate how much 
value really can be offered 
at no greater price. 


Write us now for our prop- 


THE JEWETT REFRIGERATOR CO, 
BUFFALO, 
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Immaculate Markets Are Made Possible by Electrically 
Refrigerated Display Cases and Coolers 


Banta equipment increases meat sales for the Court Copenhaver market, Clearfield, Pa. 


Holcomb and Hoke Feature ‘“‘All 
Display’”’ Bunkerless Case 


The accompanying illustrations show a|play room as a fourteen foot bunker coun- 
front and rear view of the Holcomb and|ter. And according to the manufacturer, 
Hoke “All Display,” electrically-refrig-| Holcomb and Hoke Mfg. Co., Indianapolis, 
erated case. The case as shown here is|Ind., the savings on ice alone are approxi- 
equipped with Frigidaire, but may be had | mately $250 to $500 yearly, with a saving 
with other makes if desired. on salt of approximately $25 to $50 yearly. 


Holcomb and Hoke “All Display’? Case 


The elimination of ice bunkers does The case is finished in oak with a base 
away with obstructing partitions and leaves} and legs of marble. Heavy plate glass in 
a clean sweep of glass which displays mer-| both the front and top of the case permit 
chandise to the best advantage. The eight] inspection of: meat from any angle. 
foot counter has practically as much dis-} In addition to the All Display case, the 


Plympton Device Reduces Temperature 
Variations in Freezer Cases 


The device shown at 
the right is the Plympton 
evaporator and_ shaped 
cover, designed by the 
Plympton Refrigerator 
Co., Inc., Ellwood City, 
Pa. This unit when 
placed in a display case 
in connection with elec- 
tric refrigeration will, it 
is claimed, induce a noz- 
zle effect at the cold air 
outlet into the case which 
effect is caused by the 
design of both the evapo- 
rator and its cover shown 
here. 

The openings at the 
bottom of the evaporator 
are smaller than the inlet 
at the top and are pro- 


Holcomb & Hoke Co. offers their economy 
counter which is designed for use with 
either ice or electric refrigeration, the 
thought being here that the customer may 
purchase the case and use ice and salt until 
the case is paid for, after which electric 
refrigeration may be installed. 

This case is finished on the exterior with 
four coats of white Duco with a base of 
imitation marble. It is illuminated from 
the outside so that maintenance cost will 
not be increased. A single piece of plate 
glass runs the entire length, permitting 
unobstructed view of meats contained with- 
in. The over all height of this case is 50 
inches and may be had in three lengths— 
9, 12 and 14 feet. 


AMERICAN ICE COMPANY 
SHOWS PROFIT IN DECEMBER 


December earnings of the American 
Ice Co., New York City, before allow- 
ing for federal taxes and depreciation, 
were $100,083.00 compared with a loss 
of $71,205.00 in December, 1926. 

Says President Charles C. Small: “This 
was one of the best December showings 
in the company’s history. Ice consump- 
tion is at a minimum during the winter 
months and heretofore -December has 
usually been characterized by heavy 
operating losses. This year, however, 
favorable temperatures, coupled with 
increased efficiency in production and 
sales divisions, have made December a 
favorable month. This was true of the 
Knickerbocker Ice Co., our New York 
subsidiary, as well as in other of the 
large seaboard cities of our territory.” 


Cincinnati G. E. Distributor Has 
Fine New Display Room 


The Correll Refrigeration Co., Cincin- 
nati, Ohio, has recently opened a new 
salesroom at 621 Vine St., which is said 
to be one of the finest refrigerator displays 
in that section of the country. The com- 
pany’s general offices are located in the 
Cincinnati Terminal Warehouse, 49 Cen- 
tral Ave. 


Electric Refrigeration on Most Lux- 
urious Yacht in World 


Electric refrigeration is included as a 
part of the equipment in the most luxurious 
yacht in the world, the Savarona, owned 
by Mrs. Richard Cadwalader, Jr., of 
Philadelphia. 

The yacht, which is reported to have cost 
$2,000,000, has a $20,000 pipe organ, wood- 
burning fireplaces and gold-plated hard- 
ware. 


Frigidaire District Manager Ad- 
dresses Rotary Club 


E. A. Terhune, Jr., district sales man- 
ager for Frigidaire, addressed the New- 
buryport, Mass., Rotary Club at its lunch- 
eon on January 31, and outlined the growth 
of the electric refrigeration industry, refer- 
ring particularly to the success of Frigid- 
aire in 1927. 


portioned to the differ- 
ence in volume between 
the incoming warm air 
and the cold air leaving 
the evaporator. It is said 
that a decided air cur- 
rent is set up carrying 
throughout the full length 
of the case across the 
bottom and _ returning 
across the top. In 10 or 
12 foot freezer cases the 
variation in temperature 
in the extreme length of 
the case rarely exceeds 2 degrees, it is claimed. The device is available in standard 
sizes, having 4, 6, 8 or 10 segments. 


| Write for our new 1928 
| proposition assuring you 


MORE AND BIGGER SALES 
with Thesco Display Fixtures 
THE C. SCHMIOT COMPANY 


Cincinnati, 


Electrical Appliance Advertising in 1927 


More than two hundred million dollars was spent on advertising in magazines jn 
1927, a record never before approached, according to The Advertisers’ Weekly. Among 
the companies whose advertising expenditures for 1926 and 1927 are listed are the 
following manufacturers of radio and electrical appliances: 


1927 1926 

I ec 4s hea ohremeceemee eae $ 559,940 $573,056 
Se eS MD g5.g fs5-5rs Foray. biel 6.0.44 selene este aowree me ee 345,923 198,808 
Ge ksh rcs s er dndb ans shecaebet 613,245 681,580 
eeerie sVacuin Cleaner CO. 6.5 os ois cc betes neb a's codes 259,850 236,430 
OE RST SA Sse ee arr 1,457,948 882,575 
ESS et, OE re eye eee re 638,796 439,450 
i GG k CR cEL ts 6Ks kos Oe OhoeRkecem ees 406,613 254,675 
MPT ES eg sce erin « ng 6:6 Se eae eae ae SHON TS 261,830 238,150 
ES I © 65s bats aie iba sd Bewen saves ta bees 12,183 6,600 
Dem IE ee oye hej Abin oh he aun aes 276,890 438,631 

Ri entaren ee REC CGO RG. 5/66) Fa o:a3h 4k. APRA GEOR Rees 276,890 438,631 


G. P. & F. Engineers de- 
signed and _ produced this 
freezing drawer. It is com- 
pact, rigid, and has extra 
large capacity for the avail- 
able space. It strengthened 
a strong selling point for this 
manufacturer. 


You can have this help, too 


Help in designing new parts, or in men or equipment. The G. P. & F. 
improving old ones: producing all your Plant contains every known facility for 
stampings at a saving: these are the producing the stampings ges need. This 
helps G. P. & F. Stamping Service equipment, pls the skill and efficiency 


offers you. ot the G, P. & F. organization of 1500 
_ The recommendations of G. P. & F. workmen explains why G. F. 
Engineers have 48 years experience be- prices are consistently right—why lead- 


hind them-——an experience well rounded ing manufacturers find that — can 

by work for manufacturers in various buy stampings from G. P. & F. cheaper 

fields. than they can produce them in their 
Back of G. P. & F. Engineers is a own plant. 

15-acre plant ready to serve as a branch For complete facts just write for the 

plant for you, without investment in booklet “Stampings.” 


GEUDER, PAESCHKE & FREY CO. 


Sales Representatives in principal cities in all parts of the country 
1366 St. Paul Ave., Milwaukee, Wis. 345 W. Ohio St., Chicago 


G.RGF. STAMPING 


“KNOWING HOW SINCE '8I” 


The first refrigerator to use 
Timken bearings 


LECTRO-KOLD, the West’s electric refrig- 
-4 erator, steps ahead of the industry again, 
just as for years its simplicity (scores fewer 
parts) has been blazing the way. Electro-Kold 
dealers have received announcement of a new 
model equipped with famous Timken roller bear- 
ings. Coincident with this, is the news that a 
new frost unit has been designed for multiple 
control installation which will reduce installation 
costs. A new exclusive feature, a positive oil 
return, is embodied. Get details. The Electro- 
Kold Corporation, Spokane, Wash., U. S. A. 


Sweeny NU re Aayy) LA 7 
ELECTRO-KOLD 


the Simplest Electric Refrigerator 


| Since 1922 


All 
Distributors @ Dealers 


of Electric Refrigeration Units 
What You Have Been Looking For 


ESCO 


Electric Milk Cooling Cabinets 


Designed exclusively for cooling milk on dairy farms. 
Six sizes—accommodating from four to fourteen cans. 
Constructed for use with most any condensing unit. 
Opens new field for sale of Electric Refrigeration. 


Descriptive catalog and prices sent on request 


EASTERN SALES COMPANY 


Refrigeration Division 
West Chester . Pennsylvania 
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Small Motor Manufacturers : 
To Spend One Million Dollars 
To Improve Efficiency of Product 


Joint Committee on Fractional Horsepower Motors Reports on 
Specifications for Electric Refrigerator Motors 


past twelve months, the Joint Committee 
on Fractional Horsepower Motors has 
brought about a greatly improved situation 
in the industry. This committee was com- 
posed of representatives of the National 
Electric Light Association, National Elec- 
trical Manufacturers Association, Ameri- 
can Washing Machine Manufacturers 
Association and Association of Edison Illu- 
minating Companies; in addition, unorgan- 
ized appliance manufactures were repre- 
sented by individuals. The committee was 
initiated by Prof. C. F. Hirshfeld, of the 
Detroit Edison Company, and worked with 
L. W. W. Morrow, of Electrical World, 
as chairman. 

The work of the committee dealt with 
improving fractional horsepower motors 
through agreements as to minimum speci- 
fications for efficiency, power factor, start- 
ing current and apparent efficiency. By a 
process of open discussions between all 
groups and through the workings of a cor- 
dial spirit of co-operation, this committee 
has obtained agreements which are expect- 
ed to bring about very desirable results. 
The economic cost to the industry as a 
whole has been weighed and each group 
has contributed a share of the burden. The 
committee feels that its work will react to 
the benefit of the industry and will sta- 
bilize the fractional horsepower motor sit- 
uation for some years. It asks for the 
hearty co-operation of all groups in the 
industry so that its recommendations may 
be put into operation. 


Summary of Action 

After careful consideration the commit- 
tee decided that there should be two gen- 
eral classes of fractional horsepower 
motors, as follows: 

1. Long hour use motors. 

2. Short hour use motors. 

Long hour use motors are those which 
operate a large number of hours per month 
energy to make efficiency of economic 
in the aggregate and consume sufficient 
importance. Specific applications for these 
motors agreed upon by the committee are 
electric refrigerators and electric oil 
burners. 

Short hour use motors are those which 
are in operation a relatively small number 
of hours per month, so that their consump- 
tion of energy is small. Typical applica- 
tions of these motors are washing machines, 
dish washers, and home food choppers. 


Motor Specifications 


Minimum specifications for long hour 
use motors operating on 110 volts, 60 cycle 
circuits at 1800 r. p. m., were agreed upon 
as follows: 


__ Rating h. p. %1/0%% ww % 


Power factor..... 52 56 60 61 
Efficiency ........ : 
Apparent efficiency.30 36 42 44 47 49 
Locked rotor amps.20 20 20 20 26.640 
Locked rotor amps. 

at 75% load....15 15 15 15 20 30 


Minimum specifications for short hour 
use motors operating on 110 volts, 30 cycle 
circuits at 1800 r. p. m. were agreed upon 
as follows: 


__ Rating h. p. %1/6%%%% 
Power factor ..... 50 52 56 58 60 62 
Efficiency <....... 41 46 51 54 58 61 
Apparent efficiency 24 27 32 35 39 42 
Locked rotor amps.20 20 20 20 26.640 
Locked rotor amps. 


“at 75% load....15 15 15 15 


20 30 


Note—Where the product of the mini- 
mum values of power factor and efficiency 
as shown in the table do not equal the 
apparent efficiency, it is understood that 
either the power factor or the efficiency 
values must be increased by the manufac- 
turer to make the product of efficiency and 
power factor equal the stated apparent effi- 
ciency. 

It will be noted that the short hour and 
long hour motors have the same current 
Specifications and approximately the same 
power factor specifications. The major 
difference is in efficiency valucs. These 
eficiency differences are expected to be 
reflected in motor prices. 

Exception—The values given apply to 
ali 4-pole, 110-volt, 60-cycle fractional 
orsepower motors with the exception of 
the washing machine motor. It must con- 
form to efficiency, power factor and appa- 
rent efficiency specifications, but not to 
locked rotor ampere specifications. After 
careful study of this application, the Joint 
Committee felt that time should be given 
for working out the washing machine prob- 
lem, and it agreed that the washing ma- 
chine situation warranted, for the present, 
an exception in regard to the locked rotor 
sects specifications for all other applica- 
ions, 


Date New Motors Are To Be Available 


The % h. p. long hour motor should 
meet these specifications as of January 1, 


In a series of meetings held during the* 


1928. Motor manufacturers agreed to 
develop the other sizes and types to meet 
the specifications as soon as possible, and 
an ultimate date of January 1, 1929, was 
agreed upon as the time all new motors 
should conform to the new specifications. 

Motors characterized by these specifica- 
tions represent a great improvement on 
existing motors, and necessitate a complete 
redesign of the majority of fractional 
horsepower motors now made. The time 
element was considered a minimum, in view 
of the time required to redesign, retool and 
get production in factories. , 

These specifications apply to motors 
which are normally connected to lighting 
circuits and which may be expected to 
operate at times during lighting hours. The 
values given are minimum values obtained 
by test after the motor has operated a rea- 
sonable time (at least 24 hours) to limber 
it up. 

It was agreed upon as desirable that 
motors in the 1800 r. p. m. %4 h. p. size 
should be produced as soon as_ possible 
with a full load efficiency of at least 70 per 
cent and a full load power factor of 65 
per cent, giving an apparent efficiency of 
at least 45.5 per cent. It was thought such 
motors for refrigerators and oil burners 
would be justified in price by capitalizing 
the cost of energy used as compared to a 
cheaper but less efficient motor. 


Enforcement of Joint Committee 
Findings 

The Joint Committee adopted the new 
motor standards for use in this country. 
Motor manufacturers are committed to an 
expense of upwards of a million dollars in 
redesign aud retooling costs. The utilities 
promised to do their part toward securing 
the use of good motors, and to urge that all 
central stations adopt uniform rulings in 
agreement with the recommendations of 
the Joint Committee, because the use of 
present motors seriously affects utility 
service. Appliance manufacturers prom-" 
ised to co-operate in carrying out the speci- 
fications and principles agreed upon by the 
Joint Committee. 

This report is submitted for approval to 
the associations represented on the commit- 
tee and already has the approval of the 
majority of the individual appliance manu- 
facturers. 

The Joint Committee believes prompt 
action should be taken by the parent organ- 
izations and that, if approved, this report 
be distributed to each member, so that he 
may be guided by the committee findings. 


SHORT COURSES IN 
BOXING, GLUING, KILN 
DRYING TO BE GIVEN 


U. S. Laboratory, Madison, Wis., 
Will Give Instruction During 
April 


The regular spring kiln drying, boxing 
and crating, and gluing courses of the 
U. S. Forest Products Laboratory, Madi- 
son, Wis.; will be given this year in April. 
The short course of instruction in the glu- 
ing of wood will be given April 9 to 14. 
The course in boxing and crating will take 
place the week following, and the kiln dry- 
ing course, overlapping the container 
course, will be in session April 16 to 27. 

The course in the gluing of wood is 
designed to assist glue manufacturers, 
woodworkers and manufacturers of glue 
room equipment. It includes fundamental 
instruction in the characteristics of ani- 
mal, vegetable and casein glues. Atten- 
tion is given to the proper regulation of 
pressure, temperature and assembly time, 
kind of joint, grade of glue, and other 
factors. 

The short course in kiln drying is given 
for factory and sawmill executives, fore- 
men and kiln engineers and operators. 
Characteristics of various species of wood 
as related to drying, drying schedules, 
common defects in kiln drying and how to 
prevent them, moisture content of wood 
and its relation to atmospheric humidity, 
and the design, construction and remodel- 
ing of various types of kilns, are a few 
of the items dealt with in this course. 

The boxing and crating course will be 
held the week following the convention of 
the National Association of Wooden Box 
Manufacturers in Chicago. This course, 
like the others, includes numerous demon- 
strations and tests to show the merits and 
limitations of different styles of wooden, 
wire bound, and fiber boxes, the impor- 
tance of adequate nailing, advantages of 
metal strapping, effect of sing green lum- 
ber, etc. A limited number of containers 
sent in by the firms enrolling will be ex- 
amined, and suggestions for improvement 
will be offered. 

Tuition in the kiln drying course is $150; 


$100 in each of the other courses. 


CONSTRUCTIVE 
COOPERATION 


“I wish to take this opportunity 
to express my sincere appreciation 
of the February Ist edition of the 
News for constructive co-operation. 
For intelligent handling of a most 
important subject I feel that you 
should be complimented. More 
power to you-”’—Lewis Lipman, 
pres., Iceless Cooler Corp., Chicago. 


IOWA AND NEBRASKA 
LIGHT AND POWER CO. 
TAKES ON G. E. LINE 


E. J. Nellor of Storz Auto Sup- 


ply Co., Omaha, Closes Deals 
with Two Utilities 


By Charles P. Rodman 


E. J. Nellor, acting for the Storz West- 
ern Auto Supply Company, of Omaha, 
territorial distributors for General Elec- 
tric refrigeration, closed a deal, on Feb- 
ruary 9, with the Iowa-Nebraska Light & 
Power Co., whereby that company will 
sell General Electric refrigerators in 116 
towns. 

The Iowa-Nebraska Light & Power Co. 
has headquarters at Lincoln. Sales will 
be handled for the company by Stanley 
Tabor, said to be one of the most success- 
ful sales managers of the west, and who 
has written many valuable articles for the 
different electrical publications in the last 
few years. 

In the new deal seventy-eight additional 


towns are added to E. J. Nellor’s terri- 
tory. Nellor has also made a contract to 
supply General Electric refrigerators to 
the Central Light & Power Co., with head- 
quarters at Grand Island, Neb. This com- 
pany serves twenty-one towns in the cen- 
tral portion of the state. At each of these 
points both the Iowa-Nebraska and the 
Central companies now have representa- 
tives. Through these new connections Mr. 
Nellor has added ninety-nine men to his 
sales force. In addition to the ninety-nine 
selling agencies in the territory, he has fif- 
teen salesmen assigned to Omaha city work 
and twenty field agents in the territory 
outside of the city. 

At present the Midwest Electric Co., of 
Lincoln, is carrying the General Electric 
for that city and is under the local super- 
vision of P. H. Sawyer. He has ten men 
on the work in Lincoln. Mr. Sawyer esti- 
mates that there is a population of 70,000 
in Lincoln, which means at least 18,000 
homes and only a possible 1,000 electric 
refrigerators now in operation. He re- 
ports the outlook very bright and prides 
himself on securing Lincoln, a college city. 
He says that practically every home owner 
in Lincoln is a prospect, as the citizens 
there are nearly all of the better class, 
and many of them are retired farmers who 
have located in the capital for the purpose 
of giving their children a better education. 
The problem here is largely one of creat- 
ing the desire, for these people have the 
wherewithal to buy. Mr. Sawyer also 
states that there are thirty-five good towns 
in the territory immediately surrounding 
Lincoln where agencies are or will be 
established soon. 


Chapple Elected Vice-President of 
American Rolling Mills 


Bennett Chapple, director of publicity 
for the American Rolling Mills Co., Mid- 
dletown, Ohio, manufacturers of Armco 
iron products, has been elected a _ vice- 
president in general charge of advertising. 


We will install and put into suc- 
cessful operation a complete por- 
celain enameling plant for porcelain 
enameling your refrigerator linings 
and parts at a reasonable price. 


Write for estimate. 


The Ferro Enamel Supply Co. 
CLEVELAND, OHIO 


WAGNER MOTORS FOR 
ELECTRIC REFRIGERATION 


Wagner Small Motors meet the refrigeration stand- 
ard—mechanically quiet—built to close tolerances. 
Available in ratings from %-hp. to 1%-hp. 


TEN PROMINENT USERS 


Frigidaire Corp. U. S. Air Compressor Co. 
Kelvinator Corp. ~- Duro Pump Co. 
Universal Cooler Preferred Oil Burners, Inc. 


Iron Mountain Co. Nationai Reirigerarion Corp. 
Merchant & Evans American Blower Co. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue St. Louis U. S. A. 


NOVOID 
CORKBOARD 


Insulation 

For all commercial jobs you will find 
NOVOID Corkboard Insulation the most 
satisfactory insulating material for the pur- 
pose. It is convenient to use. It comes in 
12”x36” and 24"x36” sheets, in 1”, 114”, 2”, 
3”, and 4” thicknesses. Shipped in strong 
fibre containers, each containing 72 board 


feet. Samples on request. 
Write for Catalog E-2 


Cork Import Corporation 


345-349 West 40th Street 
NEW YORK 
. Branches in Principal Cities 


An entirely new mechanical principle 


EE ae 


251 companies—all over the world— 
are already using this amazing invention! 


Without requiring a sales force, mostly by mail, 
and in the space of eighteen months, Cooke Seal 
Rings have obtained world-wide preference among 


leading engineers in many fields! 


The Admiralty of a great sea-power is now 


examining the Cooke Seal Ring. 


The Light House Service of another nation has 
tested and is now using the Cooke Seal Ring. 

Cooke Seal Rings have already been adopted as 
standard equipment by over 50 leading Electric 
Refrigerating manufacturers. They are also in test 


use by many more. They are also 


have already been adopted by Pump, Oil Burner, 
and Commercial Refrigerating manufacturers, by 
Power Houses, Engine Rooms, Public Utility 


Plants, Oil Companies, and the 
Government. 


COOKE Seal Ring 


20 NORTH GREEN STREET, CHICAGO, ILLINOIS 


eu 


COOKE SEAL RING, 


in test use or 


United States 


Why this immediate success? Why this instant 
adoption by so many hard-boiled experts? Simply 
because the Cooke Seal Rings do what we say 
they do, namely: 


Rotating with the shaft instead of pressing against 
it, reducing friction by 90%, they absolutely seal 
in all liquids and gasses. Leaks are eliminated. 
Stuffing-box packing is abolished permanently. 
Motor load is reduced. Wear on shaft, scoring, 
hot boxes are done away with. 


If these are problems you would like to eliminate 
—and who wouldn’t—then you owe it to your- 
self to send the coupon for the Cooke Seal Ring 
illustrated descriptive booklet, now. No obliga- 


tion, of course. Get the facts—foday! 


| 20 North Green St., Chic | 

Please send me your F booklet without obligation. 

| Name | 

| Address | 
City incising State | 
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A Survey of Refrigeration 
Business in East Texas 


Warm, Moist Climate of This Region A Natural Aid to 
Refrigeration Sales 


By Kathryn Maddrey 


The East Texas region, with Houston 
as its metropolitan center, should prove a 
veritable happy hunting ground for the 
distribution of electric refrigerators, and 
such do the men in the field at present 
seem to be finding it. Of the many rea- 
sons for this, there is first of all the mat- 
ter of climate. Climatic figures of Houston 
itself may be taken as indicative of this 
region which fronts the Gulf of Mexico. 
With summers hot and humid, the win- 
ters are correspondingly damp... . and 
rainy. 

A summer mean temperature of 82.1 
degrees is found, and a winter mean tem- 
perature of 59 degrees, with an annual 
mean temperature holding about 69.8 
degrees, according to Chamber of Com- 
merce figures. About 50 pounds of ice is 
the average daily family consumption of 
ice during the summer, state refrigeration 
men. 


Excessive Moisture a Factor 


A region of excessive rainfall, some 46 
inches precipitation annually, the humidity 
of the climate is here again a factor in 
favor of the distribution of electric refrig- 
eration. With such humidity there is the 
subsequent increased danger of spoilage in 
the warm, moist atmosphere which is tem- 
pered even in winter by the warm Gulf of 
Mexico winds. Hence the effectiveness of 
the wares of the refrigeration man in this 
respect. 

A second factor is that various power 
companies have recently, and are still con- 
tinuing the work, of extending their high 
power lines throughout the region, bring- 
ing electric power to the outlying districts 
at a much lower cost than the former 
almost prohibitory charges. North Texas 
and certain other sections of the state have 
been enjoying the advantages of a more 
widespread extension of power lines for 
some time. 

Houston is the district distribution cen- 
ter for the East Texas region and a can- 
vass of the opinions of men in charge of 
the various agencies revealed some inter- 
esting information. 


Rural Districts Being Worked 

Frigidaire, Kelvinator, and some others 
are actively engaged in placing their units 
in the smaller surrounding towns and 
rural districts as well as in the cities, while 
others, particularly Servel, are practically 
confining their energies to the area in and 
about Houston itself. Regardless, how- 
ever, of where they are concentrating on 
their sales, the men agree that it is largely 
a case ‘of being able to outsell the com- 
petitor. 

It is notable that those agencies which 
are making any effort whatsoever in the 
small towns and rural districts find that 
business there is every bit as good, if not 
comparatively easier, than in the larger 
cities. S. J. Droddy, of the Houston 
Lighting & Power Co., handling Kelvina- 
tor, remarked that 75 per cent of their 
sales of electric refrigeration units were 
outside of Houston. 

He finds that more sales are made in 
these districts in proportion to the number 
of prospects than in Houston or the larger 
towns. In fact, he puts 100 per cent after 
the smaller community efforts. This he 
believes is due in no small measure to the 
fact that in these sections the people are 
largely home owners, and in most cases 
are financially able to purchase electric 
refrigeration equipment once they are 
show in the savings on their ice bills. 

B. C. Duffie, of Cox and Blackburn, Inc., 
who handle Frigidaire, reports that pros- 
pects develop in the outlying sections fully 
as well as in the larger towns. 


« 
Apartment Business Ahead 

Impetus has been given electric refrig- 
eration in Houston and the larger towns 
by the rapidly increasing number of apart- 
ment buildings. A city of about 250,000 
with plenty of room to spread out, 
Houston has been lagging behind other 
Texas cities such as Dallas, Fort Worth 
and San Antonio in the percentage of its 
apartment housed citizens. It has been 
stated that only a little over 7 per cent 
of Houston’s population are apartment 
dwellers. This, however, is rapidly chang- 
ing and within the next year or so the 
percentage figure will be much larger and 
apartment house installations will, of 
course, increase proportionately. 

Servel and Kelvinator, the former par- 
ticularly, have gone in strong for the 
apartment house units. It can be said that 
by far the greater part of the Servel busi- 
ness has been in this field. About 75 per 
cent of the apartment buildings erected in 
the last year have been equipped with elec- 
trical refrigeration units. The great advan- 
tage of this business is that the sales are 
largely on a cash basis and remain about 
the same throughout the year, according 
to the salesmen. 


The Rio Grande Valley 

Additional electric refrigeration business 
has come to Houston in the development 
of the Rio Grande Valley, approximately 
480 miles distant at Brownsville, its gate- 
way. The trade of this region, however, 
goes more directly to San Antonio, but 
some of it has come in the direction of 
east Texas nevertheless. According to Mr. 
Duffie, of the Frigidaire organization, the 
promotion of the “Magic Valley” has been 
reflected in the intervening stretches of 
country. 

That the surface of the possibilities of 
east Texas has scarcely been touched, 
seems to be the consensus of opinion. The 
region hereabouts boasts much variety’ as 
to occupations. Houston, the industrial 
city of Texas, is growing rapidly, attract- 
ing outside capital, and its factories are 
constantly expanding. It is the largest 
spot cotton market and the largest inland 
cotton port in the world. The second 
largest export cotton shipping center in the 
world,’ the exportation of this commodity 
direct to ports of the world amounted to 
2,071,005 bales in 1926. On this inland 
port great sums of money are to be spent 
during the coming year on its further 
improvement. 


Prospects Are Good 

And cotton, the staple crop of Texas, is 
bringing in money this year. Last year 
the cotton growers about Houston fared 
better than those in many other sections 
of the state. While the yield this year 
does not promise to be unusual, disasters 
of other states are playing into the hand 
of these growers. 

Truck farming is carried on to a con- 
siderable degree in various regions about 
Houston, and these truck farmers are also 
reported to be in a healthy buying state 
this year. 

Prospects equally glowing are held by 
well informed persons with regard to other 
industries and other phases of agriculture. 

With such increased buying power of 
both rural sections and the industrial popu- 
lation, the continued building program 
which is taking place in the towns of this 
section of the state, the further extension 
of power lines, and plenty of hard work 
thrown in, the electric refrigeration man of 
East Texas needs have no fear of enter- 
eens the wolf at his door this season. 


Texas Manufacturer Features ‘Seaplane’ 
Display Case for Meat Markets 


IN THIS ISSUE 


Refrigerated Display Cases 
for Retail Stores Featured 


Special attention is given to dis- 
play cases and cabinets for retail 
food stores in this issue of the News. 
This feature is part of a program to 
direct the attention of distributors, 
dealers and central stations to the 
great possibilities for market devel- 
opment in the commercial field. 

Water coolers were emphasized in 
a similar manner in the previous 
issue, February fifteenth. Ice cream 
cabinets and soda fountain equipment 
will be featured in the coming issue, 
March fourteen. 


The March 28 issue will be de- 
voted to the new equipment of all 
manufacturers. The 1928 lines will 
be described and illustrated, so that 
the trade may have full information 
regarding all makes of machines, 
cabinets and accessories now avail- 
able. The Electric Refrigeration 
Directory of manufacturers will be 
repeated in this issue. 


DOWNING CASES HAVE 
THREE PANES OF GLASS 
OF VARYING THICKNESS 


The Downing Manufacturing Co., 
Downing, Wis., calls particular attention 
to their model 3-C display case, designed 
for use with either ice or electric refrig- 
eration. This case, which is one of a num- 
ber manufactured by the company, provides 
display of meat behind one thickness of 
3/16 inch plate glass and two panes of 
double strength glass, all set in white lead 
and putty. The 12-foot length case has 
two dividers in the front glass for rein- 
forcement. 

Insulation is of three-inch corkboard at 
the bottom, with 2-in on all walls. The 
dimensions of the case are: height, 49% 
inches; width, 44 inches; length, 8, 10 and 
12-foot, standard, other lengths built to 
order. 

In addition to this particular type of dis- 
play counter, the Downing Manufacturing 
Co. offers a number of other styles of dis- 
play cases as well as a complete line of 
refrigerators for grocery stores, restau- 
rants and other commercial installations. 


NEW EQUIPMENT 
NUMBER GOING TO 
AMERICAN CONSULS 


As stated in the New Equipment 
Number of January 4, copies of 
that issue were mailed to commer- 
cial representatives of the U. S. 
Government in all foreign countries. 
It was expected that the directory 
information would prove interesting 
to business men who look to the 


American Consular Service for 
information regarding American 
products. 


The following letter received from 
H. C. Von Struve, American Con- 
sul at Goteborg, Sweden, under date 
of February 7, 1928, indicates that 
these copies are reaching the hands 
of interested parties: 


“Please accept my thanks for the copy 
of the Electric Refrigeration News 
received at this office. Your publication 
is being held available for reference by 
visitors to the Consulate who may be 
interested. 

“IT am pleased to be able to inform 
you that the manager of one of the lead- 
ing department stores at Goteborg has 
already stated his intention of subscribing 
to your publication.” 


A further distribution of ELectric 
REFRIGERATION News will be made 
to the complete list furnished by the 
Department of State and Depart-. 
ment of Commerce next month. The 
“New Equipment Number” to be 
published March 28, will contain a 
revised and enlarged edition of the 
Electric Refrigeration Directory, and 
will be mailed to this list. 


FORGED BRASS VALVES 
forMechanical Refrigeration 
Quality Shut-off and Cylinder 
valvesinany standard designs 
to your specifications. — 


Kenora, MANUFACTURING CO, 


5 LIBERTY AVENUE. 
PITTSBURG H, PENNA. 


COPELAND ADVISES DEALERS 
TO SUBSCRIBE TO NEWS 


In a recent Copeland Weekly letter 
ELectric REFRIGERATION News is referred 
to as follows: 

“A good story of the convention, together 
with a four-column picture of the business 
session, and a good-sized story on Silica 
Gel appeared in the ELEcTRIC REFRIGERA- 
TION News for February 15th. Those of 
you who are not receiving ELEctRIC 
REFRIGERATION NEws should lose no time 
in sending in your subscriptions. It will 
cost you $1.25 per year and is published 
every two weeks. This is the only publi- 
cation devoted entirely to the electric 
refrigeration industry, of which we have 
any knowledge, and it is mighty well han- 
dled. The address is: Business News 
Publishing Co., 554 Maccabee Building, 
Detroit.” 


aK 
4q3 Balsam-Wool 
Get’ INSULATION 
Efficient, Light Weight, Odorless, Flexible 
For samples and complete information address 
WOOD CONVERSION COMPANY 
360 N. Mich. Ave., Chicago. Mills at Cloquet, Minn, 


NORTHEY 
EFRIGERATOR 


FOR ALL PURPOSES 
ANY SIZE, STYLE OR FINISH 


NORTHEY MFG. CO. 


WATERLOO, IOWA 


AGENCIES IN MOST LARGE CITIES 
WATERLOO DIRECT TO YOU 


VERLASTIN 


IC 


EFRicERATIO 


A size for every com- 
mercial need, from % ton 
up. 40 years’ Refrigerating 
experience built into every 
Frick machine. World-wide 
reputation and advertising; 
installations everywhere. 


Distributors wanted. 


QUALITY 


THE ARISTOCRAT OF REFRIGERATORS 
for 
ELECTRIC REFRIGERATION 


SER VICE 


Crortmacort 


1019 Cedar St. 


HERRICK ans oe ee co. 


cr reanmesZzon 


Waterloo, ine 


Brine Tanks 


We Have a Competent Engineering Staff to Help You 


REFRIGERATION STAMPINGS 


We Specialize in the Design and Manufacture of 


ICE CREAM CABINETS 


We make them complete or furnish parts separately 


Unit Supporting Bases and Perforated Metal Covers 


METAL HOUSEHOLD REFRIGERATORS (Complete) OR CAN FURNISH 
OUTSIDE STEEL PANELS, INSIDE LININGS, LOUVERED PANELS, 
LEGS, ETC., SEPARATELY 


MOTORS METAL MEG. CO. 


Cooling Units 


- We Solicit Your Inquiries and Specifications 


DETROIT 
“ MICHIGAN 


30 


Long Distance Phone: East 4104 


LESS QUANTITY DISCOUNTS 


A Wonderful Leader 
gio rthasioig YOUR SHARE AT ONCE 


Quantity Production the Ans*ver 


25,000 CABINETS $ 3 () 


Write today for sample and discounts. 


See the enormous value, hard to duplicate. 
One plant devoted entirely to this model. 


Test it alongside of any other cabinet. It 
will show greater efficiency. 


Two gaskets on door with double offset. 
Absolutely air tight. 


Unit compartment. 
Rust proof shelves. 
INTERIOR ARRANGEMENT OP- 
TIONAL. 
gloss enamel, looks like porcelain. Exterior 
(cold process) resilient lacquer. wv 5-7. 
High 55% inches. Wide 26. Deep 22. 


The Lowest Price Ever Quoted 
Let us figure with you on any of your 


requirements. We manufacture all standard 
sizes, styles and finishes. 


FERN -GLOVER REFRIGERATOR CORP. 
CINCINNATI, CHIO 


Hanger bolts. Pan. 


Interior, special process high 


on Dependable Cabinets 


Linwood Road and Penn. R. R. 
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Hagerstown, Md., Public Market Gives Substantial 


Endorsement to Electric Refrigeration 


A battery of Frigidaire-operated Oreole display 


SCHNEIDER MFG. CO.’S WHAT NEXT IN 
ICELET UNIT READY MERCHANDISING 
FOR DISTRIBUTION 


Greensboro, N. C., Record. 


(Continued from Page 1, Column 5) When furniture stores sell frigid- 
used for the cylinder fit. One piston serves aires, and hardware stores sell 
as a guide for the other, which eliminates swings and chairs; when jewelry 
piston snaps and decreases the wear to a stores sell radios, and smoke shops 
minimum in the cylinder walls. One handle banjoes; when haberdashers 
eccentric drives the two pistons. This sell shoes, and shoe stores traffic in 
eliminates parts and promotes quietness, clothes; when meat markets sell 
which is so essential in the household canned oysters and bran, and grocery 
refrigerator. The eccentric strap is pinned stores sell fodder and fresh lamb: 
to this group. when battery places sell gas and oil, 

The straight shaft is pressed into posi- and filling stations serve hot dogs in 
tion to a limit stop, as is the balance overalls; when all this is going on 
weight, which is not shown in the photo. right under your nose, you hardly 
This construction cuts down the assembly know which way to direct your toes 
cost materially, because the entire piston to get the thing that you want. A 
group is assembled and inspected before fine illustration of our nasal and 
it enters the case. The entire piston group pedal perturbation was observed in 
is free from screws, all parts being pressed Tuesday’s edition of the Record. A 
into place. drug store, with a popular name, 


The two bearings, eccentric, pin, seal and was to observe its eighth birthday in 
a manner happy and sane; and, as 
was proper, it mentioned goods. to 
draw the shopper. We expected that, 
so we opened up our vest, let out our 
red cravat, settled down in the cush- 
ions, and read the ad, but with grow- 
ing confusion. For here was a drug 
store advertising with not even the 
smell of adenoid liniment or spirits 
of peppermint : 

End Tables—Bridge Lamps—Ash 
Trays 

Bed Lamps—Smoking Stands— 
Magazine Racks 


The Schneider Compressor Unit Carving Sets—Waste Packets 
: ‘ Hand Grips—Panel Mirrors 
thrust weigh less than fifteen pounds. Oil Boudoir Lamps—and Other Items. 


pressure is furnished by gear pump, ma- 
chined into the end plate, the lower gear 
being submerged in the oil. This keeps] Warren Boggs, of W. A. Fosdick & Son, 
the pump primed at all times. The shaft | Liberty, Ind., attended the Frigidaire Sales 
seal is a very simple and positive arrange-| School at Dayton recently. 

ment, with practically no friction losses 
and has proven highly satisfactory. 


The liquid line is fitted with a special 
| BUSH CONDENSERS 


Made in any size or capacity. 
Seamless Copper Tubes, Individ- 
ual Fins, Maximum Efficiency. 


BUSH MFG. CO. 
Hartford, - - Conn. 


| WHITE-HANNA 
302 Lincoln Bldg., 
DETROIT, . MICHIGAN 


Schneider Piston Assembly a . 
filter that stops all foreign matter before 3 ern Bold 
entering the evaporator proper, which is| @ 


of the dry flooded type. Temperature con- 
trol is used, with sulphur dioxide as the] @ SO, Air oe. . 


refrigerant. The base dimensions are 17 x 
24 inches.” The legs of the base are hol-| Commercial % tolhp. 
lowed out. and filled with cork which ex- . Flooded type 


tends beyond the metal. This construction cooling coils 


acts as a deadener for any possible com- 3 ; 
pressor jioines. Domestic Cabinets 


Boxes are furnished in white, grey or 
two-tone in all porcelain, or lacquer and| WARNER Steet Pr aoeer Co. 


Porcelain. Advertising literature will be oe i . 
Teady by the first of March, and an active anes nase POR Pe vesns 


Sales ee put on about that time. 


E, T.-L. Service * Sax tae 


Testing experimental labora service for mom distributor, central station 
- Test ane Be a J property of client 


ELECTRICAL TESTING LABORATORIES 
80th Street and East Exd Avenue, NEW YORK CITY, N. Y. 


eee 


“The February 1 issue is a very interest- 
ing number and I am sure will be greatly 
appreciated by your subscribers. I want 
to compliment you on the general make-up 
and the exceptional amount of interesting 
news your magazine contains.”—V. G. 
Stover, advertising manager, Wayne Co., 
Fort Wayne, Ind. 


FLORIDA POWER & 


sales campaign on General Electric refrig- CORDLEY & HAYES 
erators. 1 Leonard Street 
The campaign which opened Monday, NEW YORK, N. Y. 


January 22, ancl which continues until 
March 3, was given a preliminary start 
at the a through agg by L. W. 
Drisco’l, Atlanta, southern district man- 

ager of the merchandise service depart- HOT DIE PRESSED F ORGINGS 
meént for the General Electric Co.; H. H. 
Hyman, division manager of the Florida 
Power & Light Co.; C. R. Preston, of the 
executive department; George C. Estill, 
general superintendent; J. F. Derge, head 
of the merchandising department; and 
Ralph Y. Pool, of the ice department. 


Approximately 100 representatives of the 
Florida Power & Light Co., Florida Elec- 
tric Refrigeration Co., St. Petersburg, and : 
the General Electric Co., Cleveland, Ohio, best known refrigerators 
met at a dinner on January 22nd in Miami, 
Fla., in preparation for an education and 


“Your paper, in our opinion, is more 
aggressive in your particular line than any 
we have ever seen expressed in any other Factory Representatives: 
line.”—E. P. Mull, president, The Allen F. B. Riley and Asssciates, 320 Beaubien St., Detroit 
Filter Co., Toledo, Ohio. 


LIGHT CO. DINNER 
OPENS CAMPAIGN 


Standard equipment on the 


and water coolers. Write 
for sample and quotation. 


Valve bodies, tees, el- 
bows, evaporator head- 
ers— anything in the 
line of brass parts made 
2 to your specifications. 
Rough forgings only. 
The largest producers of 
refrigerator forgings in 
the country. 


Send your applications direct to 


ROME MFG. COMPANY, Rome N. Y 


.% 


1 


TRADE 


EXTRA DRY ESOTOO 


MARK 


THE PUREST 


SULPHUR DIOXIDE 


Analysis Guaranteed 


We have an agent, with our product in stock, near you 
Wire us where we can serve you 


VIRGINIA SMELTING CO., West Norrotk, Va. 


F. A. Eustis, Secretary 131 State St., BOSTON 2 Rector St., NEW YORK 


To make 1928 the greatest selling year 
in the history of electric refrigeration 


In every business affected by seasonal fluctuations in the volume of sales, _™ 


there is an ever-present tendency to procrastinate in getting underway with 
promotional activities and the work of actual selling. To secure the desired 
volume of electric refrigeration business in 1928, the important job is to 


get started early 


tors and dealers. 


It is suggested that advertising copy be 
devoted to a presentation of the sales 
features of your product with a full state- 
ment of your proposition to new distribu- 


Prepare “special copy, use sufficient 
space to tell your story, give the out- 
standing features of your product and 
explain in detail your facilities for cooper- 
ating with the trade. Remember that 
anyone who contemplates electric refrig- 
eration as an investment and vocation is 
naturally anxious to secure the fullest over 5,000, and that it will be 
possible information before making a tremendously effective in stimulat- 


decision about such an important move.| ing the interest of prospective dis- 


The March 28 issue of Electric 
Refrigeration News will be desig- 
nated the ‘‘New Equipment Num- 
ber.’”’ A large share of the editorial 
columns of this issue will be used to 
describe and illustrate the 1928 
models of machines, cabinets and 
other new equipment of all manu- 
facturers in the industry. We 
believe this service will be highly 
interesting and valuable to our 
subscribers, which now number 


tributors, dealers and salesmen. 


Manufacturers are invited 


to furnish complete and detailed information regarding your 1928 line of machines and 
cabinets for all household and commercial applications, also complete data regarding new 
designs and improvements in parts, accessories and all types of material or service which 
enter into the production, distribution or installation of electric refrigeration for the home, 


office, factory or farm. 


Reserve space now —Forms close March 24 
ELECTRIC REFRIGERATION NEWS 
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